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Easy Hard Work? 


Sure! Surprise yourself how easy it is 
to work hard with Bankers National. It’s 
the sincere, friendly interest in your 
- production and personal problems that 
does it—an interest shared by everyone 
at the Home Office—and that goes for 


the President, too! 
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3 U.S. LIFE... 
A Better Life to Live! 


Everyone, by his daily personal conduct, can help 
to fight the contemptible prejudices — earnestly 
cultivated by Communists — which seek to divide 
America into groups of Protestants and Catholics, 
Christians and Jews, foreigners and natives, work- 


ers and capitalists. 


Let’s actively remember that we are American 
people . . . and this is no place for so many kinds 
of people to live unless we share the common pur- 
pose of keeping U.S. Life... A Better Life to Live! 


xk * 


Insurance of family security, and of earning capacity 
during working years, is a duty of the great body of 
American insurance agents. Agents of United States Life 
have an exceptionally complete schedule of policies for 
truly and fully protective coverage. 
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IN THE CITY of NEW YORK 
8 WILLIAM STREET 

NEW YORK 38, N. Y. 
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The upsurge of interest in non- 


cancellable Accident and Health 


insurance has focused the atten- 
tion of progressive underwriters 


d on our position of leadership in 
a specialized field. 


INSURAN 
WORCESTER > MASSACHUSETTS 


Frank L. Harrington... ...-2 0002+ President 
Edward R. Hodgkins, Vice-Pres. and Mgr. of Agencies 


NON-CANCELLABLE ACCIDENT & HEALTH e LIFE e GROUP 


Agency representation in the 48 states, the District of Columbia and Hawaii 






























Vy e are proud to be 


numbered among those 
who are continuing 
to provide future 
financial security 
in the best traditions 
of the American way of life. 











ATLANTIC LIFE 
INSURANCE COMPANY 


RICHMOND, VIRGINIA 
Established in 1900 


ROBERT V. HATCHER 
President 

















“HONESTLY, IT’S THE BEST POLICY’”’ 4 
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... because they 
have security 


Our agents 
are experts 
at selling 
security... 





Our commodity (like that of all insurance companies) is “security” 
and “peace ef mind.” Because we feel our agents should know 
their product through personal experience, we have taken the fol- 
lowing steps to make their futures secure: 


(a) Retirement Income Pension Plan for WNL agents. 

(b) Group Life Insurance for WNL agents. 

(c) Attractive agent contracts including liberal renewals 
. .. lifetime service fees! 


In addition we offer training courses, “refresher” courses, and a 
steady flow of field tested printed selling “tools”. If you are inter- 
ested in joining this fast growing company, write to our Agency 
Director, Wm. J. W. Merritt. 


WISCONSIN NATIONAL LIFE INSURANCE COMPANY 


HOME OFFICE: Oshkosh, Wisconsin 


GENERAL AGENCY OPENINGS IN WISCONSIN, MICHIGAN, 
ILLINOIS, INDIANA and MINNESOTA 


First Legal Reserve Stock Life Insurance Company Incorporated 
in Wisconsin. 
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N.A.L.U. Releases 
Complete Schedule 
for L. A. Convention 


Hollywood Bowl Show 
Led by Bob Hope Is 
Entertainment Highlight 


The National Assn. of Life Under- 
writers has released the completed 
schedule for its annual convention to be 
held in Los Angeles Sept. 17-21. It is 
the first time an N.A.L.U. convention 
has been held at Los Angeles since 
1924 and the first time on the west 
coast since 1932, when it was at San 
Francisco. 

The city will strive to outdo itself, 
according to Mark S. Trueblood, Union 
Central, newly elected president of the 
Los Angeles association, and Gerald H. 
Page, Provident Mutual, convention 
chairman. Mr. Trueblood estimated 
that from the rate at which reservations 
are coming in the attendance would be 
one of the largest ever recorded. Easing 
of the war situation, he indicated, should 
serve to reassure any who might fear 
war shortages on the west coast. 


Will Start Monday 


The convention program will get un- 
der way officially Monday, Sept. 17, 
when the directors of the American So- 
ciety of C.L.U. will convene for an all- 
day session and the N.A.L.U. commit- 
tees will hold day-long deliberations at 
‘the Biltmore hotel. All N.A.L.U. mem- 
/bers are invited to attend the committee 
meetings. N.A.L.U. trustees will recon- 


. tvene at 4 p.m. The board will hold its 


‘first meeting on Saturday preceding the 
convention. 

Tuesday there will be an all-day ses- 
sion of the national council, starting at 
*9:30 to hear and approve or amend the 
‘committee reports. 

' The “wheelhorse luncheon” will be 
for all state and local officers and com- 
mitteemen and will feature a panel of 
prominent individuals in association and 
life insurance circles. The luncheon is 
sponsored by N.A.L.U.’s committee on 
associations, of which A. Jack Nuss- 
baum, Massachusetts Mutual, Milwau- 
kee, N.A.L.U. trustee, is chairman. 

The American College trustees will 


© meet at 2 p.m. on Tuesday. That eve- 


ning there will be the American College 
trustees’ dinner, and the annual recep- 
tion and dinner of the Women’s Quar- 
ter Million Dollar Round Table, at which 
Mrs. Norma Wasson Bard, Phoenix- 
Mutual, Los Angeles, W.Q.M.D:R.T. 
chairman, will preside. .A well-known 
company executive will be the featured 
speaker. 


General Session Wednesday 


The first general convention session 
Wednesday will be preceded by the an- 
nual breakfast meeting of the American 
Society of C.L.U., followed by an all- 
‘day meeting of its directors. 

Speakers at the first general session 
Wednesday will be Leroy A. Lincoln, 
chairman of Metropolitan Life, and 
Paul G. Hoffman, director of the Ford 
Foundation. 

President John D. Moynahan of 
N.A.L.U. will give an account of 
N.A.L.U.’s objectives and achievements 
during his term of administration. _ 
The Women’s Quarter Million Dollar 
Round Table and the Life Underwriter 
Training Council will conduct their re- 
spective luncheon sessions Wednesday. 


The W.Q.M.D.R.T. luncheon program 
(CONTINUED ON PAGE 14) 





Budget Bureau Proposal 
on War Damage Studied 


By HENRY HALLAM 


WASHINGTON — Ajter hearing 
Assistant Director of the Budget Elmer 
Staats explain a draft war disaster act, 
Senator Frear’s subcommittee on war 
damage recessed subject to call. Mr. 
Staats read a carefully prepared state- 
ment and submitted a summary and out- 
line of the proposed bill. He was ques- 
tioned on certain details by Frear, other 
subcommittee members being mostly 
absent. 

Staats recommended setting up stand- 
by legislation and powers, to be exer- 
cised principally on the contingent basis 
of enemy attack. The only part of the 
setup to be created immediately would 
be a war damage administration, which 
would entail relatively little cost, it was 
stated. 

Frear said the subcommittee wants to 
get information about war damage leg- 
islation before the Senate soon, “for ac- 
tion one way or another.” Staats agreed 
there is urgency to provide some kind 
of stand-by authority. 

Frear said because of injection of new 
factors into the discussion by Staats, the 
subcommittee will accept statements in- 
terested parties may wish to file. 

Frear suggested that, in general, the 
kind of damage that might be expected 
from an atomic attack is similar to that 
with which the insurance business deals. 
He also said the companies provide 
annuity and other forms of insurance 
benefits similar to some of the benefits 
proposed in the draft bill. 

Frear also suggested the possibility of 
making it mandatory under the bill to 
use the facilities of the insurance com- 
panies under a war damage program. 

Speaking from the standpoint of in- 
come maintenance, medical, unemploy- 
ment and similar benefits, Staats said 
the U. S. has a nation-wide system of 
handling such matters in the old-age 
and survivors’ insurance program and 
state compensation programs. 


Need Staats Assist 


Senator Schoeppel, Kansas, said the 
draft proposal is “highly complicated” 
and expressed the hope Staats would be 
available to help the committee later. 

In view of Staats’ suggestion that 
under war damage insurance the pre- 
mium might be either too high or too 
low, Frear suggested the war damage 
administration might borrow from the 
Treasury, as War Damage Corp. was 
authorized, and charge premiums. 

Staats said it would be impossible to 
deal with war damage on an insurance 
basis where an entire city might be 
destroyed, if the federal government did 
not assume some responsibility. 

Frear insisted there would be some 
parallelism between a government war 
damage insurance program and Federal 
Deposit Insurance Corp., in that both 
would engender confidence. 

Staats said there is no way to cal- 
culate what the risk would be, and that 
the general taxpayer should meet the 
cost, as it does of civil defense. 

Frear also suggested a comparison of 
war damage with veterans’ insurance 
and the marine and war risk programs 
of the maritime administration, and that 
the insurance approach might be used in 
the first named field. 

Staats replied Budget had not been 
able to set up an actuarial basis for 
charging premiums. Both agreed the 
Philippine war damage commission had 
done a wonderiu! job. 

Regarding the draft bill’s provision 
for income maintenance payments and 
federal grants to the states, Frear sug- 
gested there should be limitations upon 
such grants for restoration of facilities, 
industries, etc. 


Frear wanted to know why intangible 
property is eliminated from protection 
under the draft bill, pointing out “some- 
times intangibles are more valuable than 
tangibles.” He added the committee has 
received requests that intangibles also 
be covered. . 

The Budget reply was that indemnifi- 
cation for loss of intangibles would be 
impossible to administer, and reference 
was made in that connection to the dif- 
ficulty of proof of existence and owner- 
ship of a certain piece of paper; also to 
the fact that such paper represents 
something else. 

When Frear inquired if it were not 
intended to subrogate the U. S. on 
claims against workmen’s compensa- 
tion, Budget witnesses referred to the 
proposal that the states “excuse” such 
compensation liabilities. Whether the 
states would grant such excuse, they ad- 
mitted, “in all candor, we haven’t solved 
that problem.” 


Annual Review Suggested 


Frear raised the question how long 
the proposed war damage administra- 
tion would be provided for. Staats re- 
plied the whole problem should be re- 
viewed by Congress; that nobody knew 
how long the international tension will 
last, and urged that provision be made 
for congressional review of the situation 
annually. 

Frear suggested provision might be 
made for terminating the setup by con- 
current congressional resolution, which 
does not require executive approval. 
Staats said administrative cost would be 
“very small before an attack.” 

When Frear asked how much income 
it was contemplated under the draft 
bill injured civilians should receive, 
Staats “assumed” it would be about 
comparable with OASI and compensa- 
tion benefits. Frear expressed the opin- 
ion that such benefits should be “tied 
down closer” than they are in the bill. 


May File Statements 


Referred to the war problems com- 
mittee of Life Insurance Assn. and 
American Life Convention, it is under- 
stood, has been the suggestion of Sena- 
tor Frear that interested parties might 
wish to file additional statements. 

Incidentally, it is understood that cas- 
ualty interests will file such a statement, 
concerning the workmen’s compensation 
angle especially. 

“We can appreciate,” Frear stated, 
“some new points have arisen from this 
morning’s hearing, especially. in the field 
of life insurance, so that a statement 
might be desirable on that or other mat- 
ters. We would therefore like to an- 
nounce that these statements will be, 
of course, received by the committee and 
will be properly studied and analyzed.” 

Committee sources indicated that 
Frear had nothing specific in mind in in- 
viting additional statements; that it was 
merely a general remark or invitation. 

Casualty people believe that feature of 
the budget program dealing with work- 
men’s compensation is as good as could 
be expected. It provides the govern- 
ment would assume companies’ liabili- 
ties, if the President declares an emer- 
gency. That would be even better, from 
the companies’ point of view, than their 
own proposal that the government re- 
insure compensation risks in its war 
damage program. 

Insurance representatives say they be- 
lieve the subcommittee wants to do 
something about war damage before 
long, although the matter has been lan- 
guishing in the legislative halls for many 
months. 3 
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Public's Cost for 
Life Insurance 
Hangs in Balance 


Ways-Means Hearings 
Held on 61% Income 
Tax Proposal 


By HENRY HALLAM 


WASHINGTON — Whether present 
and future life insurance policyholders 
are going to have to pay more for their 
insurance because of inequitably high 
federal income tax rates on life insur- 
ance earnings was the question hanging 
in the balance at this week’s hearings 
before the Senate finance committee. 

It is admittedly difficult to devise a 
formula that will be fair both to the 
various classes of companies in the 
business and to the life insurance busi- 
ness as a whole. The wrong type of tax 
would affect not only future policyhold- 
ers but the big majority of those pres- 
ently insured, since the bulk of the 
business reflects in dividends paid to 
policyholders the expense of doing busi- 
ness, including, of course, federal in- 
come taxes. 


Majority for 614% Plan 


The great majority of life insurance 
companies, represented by Life Insur- 
ance Assn. of America and the Ameri- 
can Life Convention, favor the 64% 
flat tax on investment income as being 
the most equitable to the business and 
to the individual companies, and vastly 
preferable to continuing the present 
“stop-gap”. formula, which is what the 

Ouse ways and means committee 
favors. 

The 612% proposed formula was sup- 
ported by President Claris Adams of 
Ohio State Life, speaking for the Amer- 
ican Life Convention and Life Insur- 
ance Assn.; John A. Lloyd, vice-presi- 
dent Union Central; Cecil Woods, pres- 
American Life Convention, but 
appearing as president of Volunteer 
State Life, and M. Albert Linton, presi- 
dent of Provident Mutual Life, who is 
also president of the Life Insurance 
Assn., but appearing for the former. 


Acacia Principal Opponent 


Speaking against the proposal were 
Edward J. Schmuck, general counsel 
Acacia Mutual, and former Senator 
Scott Lucas of Illinois, who followed 
Mr. Schmuck with a brief statement. 

Committee members seemed impressed 
with the change of position of most of 
the life insurance industry from sup- 
porting the present stop-gap plan of 
taxing the companies to the 6%% 
formula, and wanted to know the reason 
why. 

The answer given by several witnesses 
was that. further study had_ convinced 
them that the 614% plan is fairer, easier, 
simpler. However, Messrs. Schmuck 
and Lucas held firmly to the position 
that the only correct way would be to 
tax’ the industry on a company-by-com- 
pany basis. 

Nevertheless, Mr. Schmuck offered a 
temporary compromise suggestion un- 
der which each individual company 
would compute its tax, at the normal 
corporate income tax rate, first, accord- 
ing to the stop-gap formula, and sec- 
ond, on its own free investment income 
for 1951. Under this proposal, the 
amount of tax payable by each company 

(CONTINUED ON PAGE 15) 
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Institute Readies 110,000 F wail Books 


for Sixth and Largest Distribution 





The sixth annual Fact Book of the 
Institute of Life Insurance is rolling off 
the presses and by the end of July 
will be en route to a mailing list of 
110,000 organizaticns, nearly all of them 
outside the insurance business. 

In the short post-war period since 
the first Fact Bock was published it has 
become one of the leading statistical 
reference bocks on any business. Since 
1946, when its circulation was 60,000, 
the distribution of the book has been 
almost doubled. 

Some of the information available in 
the book, which this year has 50 charts 
and 72 tables, was available from vari- 
ous sources earlier but never in its pres- 
ent simple, understandable, readily ac- 
cessible form. 


Agreement on Figures 


One of its accomplishments was to 
get people in the business to agree on 
which figure was the accepted statistic 
in any given life insurance field. The 
data in the Fact Book represents a net 
industry screening for public use of a 
multitude of facts. Formerly it was not 
unusual for officials of the business to 
use different figures in referring to the 
same thing. 

Now the Institute’s Fact Book is uni- 
formly used by company executives in 
their speeches, in company advertising, 
new releases, etc. 

It has gained unanimous outside ac- 
ceptance, particularly among newspa- 
pers, where it is invaluable as a source 
of information on the life insurance 
business. As a result it is one of the 
most valuable public and press relations 
devices that the business has adopted. 

The Institute has always given careful 
thought in deciding what figures would 
go into the book. One of the principles 
on which it has operated is that the 
figures used should represent the entire 
business. It does not use data based on 
the results of a minority of companies. 
Non-member companies as well as 
members have always been cooperative 
in contributing data so that the Fact 
Book includes their results too. 


Wide Circulation 


An idea of the impact of the Fact 
Book on the news and_ educational 
sources in the country can be obtained 
by reviewing the list of organizations 
that receive it. Almost 15,000 copies go 
to newspapers and magazines, daily and 
weekly. These news agencies as well 
as 2,500 radio stations also get regular 
monthly news releases from the Insti- 
tute. In addition the Fact Book goes to 
more than 3,000 public libraries and to a 
larger number of university, college, 
junior college, high school and _ special 
libraries; corporations, brokers, cham- 
bers of commerce, better business 
bureaus, associations, foundations, soci- 
eties, and related groups which have 
an interest in economic or financial af- 
fairs, actuaries, U. S. government de- 
partments, members of both houses of 
Congress, governors, a list of top may- 
ors, state legislative committees on in- 
surance, university teachers of insurance, 
statisticians, and officers of national, 
state and local associations of the Na- 
tional Assn. of Life Underwriters. 

An additional several hundred copies 
of the Fact Book go to foreign coun- 
tries. At one time the business was able 
to get life insurance figures from coun- 
tries now behind the Iron Curtain. 
Since the war most of these countries 
answer that they don’t have the infor- 
mation requested, don’t collect it” or 
else they just don’t answer. 


Aids Press Relations 


The Fact Book has helped disseminate 
among newspaper men the idea that the 
Institute of Life Insurance is the cen- 
tral source of information about the 
life insurance business. This serves to 
channel newsmen to the Institute when 
they are gathering information ‘on life 
insurance with confidence that the In- 


stitute has and will give or get them 
the answers to their inquiries. This has 
been a great help in giving reporters 
the proper slant on life insurance af- 
fairs. The undoubted success of the 
Fact Book and the Institute in this 
field is hard to measure since it is re- 
lated to the amount of incorrect infor- 
mation that has not been printed as 
well as to the overall continually im- 
proving press relations that the business 
has experienced in recent years. 

This year, for the first time, the book 
will have a square, flat back binding. 
Its size has been increased from 96 to 
108 pages. The printing cf the book 
costs about $25,000, a modest sum when 
related to the accomplishments of the 
book as a public relations gesture by the 
business and its effectiveness in spread- 
ing the truth about life insurance. 


THIS YEAR'S BOOK 








The 1951 Fact Book will feature a 
bright green cover. The first two books 
to come out had bright red covers and 
since then it has had covers of blue, 
green and yellow. The red covered book 
Was a particularly lively and popular 
one. The Institute plans to use that 
color every three or four years. 

The Institute’s production department 
makes up the book. An outside artist 
is retained to do the cover work and 
some of the charts. 

For the first time, this year the book 
will contain a page of figures on in- 
sured pension plans, a table on mort- 
gages by states, and more details on 
new investments than it has ever had 
before. In earlier years the Fact Book 
has always shown the life insurance in 
force as of a year previously, but this 

(CONTINUED ON PAGE 20) 


NALU Roster Off 
Only 2/10 of 1% 
Despite War 


The National Assn. of Life Under- 
writers closed its 1950-1951 fiscal year 
with a total membership of 51,145, ac- 
cording to John D. Moynahan, manager 
Metropolitan Life, Berwyn, IIl., and 
president of the organization. He stated 
that this represented a decrease of only 
111, or two-tenths of 1% below last 
year’s closing figure. 

When viewed in the light of world 
conditions which resulted in the call of 
many N.A.L.U. members into the armed 
services and the reduced rate of recruit- 
ing into the business, “we consider this 
year’s membership effort an outstanding 
accomplishment,” Mr. Moynahan said. 
He praised the work of Robert L. 
Walker, Peninsular Life, Orlando, chair- 
man of the membership committee, his 
six regional vice-chairmen and the state 
and local membership chairmen. Mr. 
Moynahan cited as qualifying the fact 
that 40,110 renewed their membership 
this year. 

Thirteen new associations were added, 
bringing the total to 576, another all- 
time high. Two state associations and 
42 local associations beat their all-time 
high. The membership chairmen of 
these associations have received special 
recognition by having their names in- 
scribed on the new N.A.L.U. member- 
ship roll and have received specially in- 
scribed certificates. Two state associa- 
tions and 42 local asscciations beat their 
all-time high. 

In six months this year they have 
beaten a 12-month job previously at- 
tained in the years 1945-1950 inclusive. 
Mr. Moynahan predicted that by the 
time of the annual convention in Los 
Angeles in September membership will 
be at an all-time high. 


<The 
COMMONWEALTH 
Commentary 


ARE WE INVITING 


““SOCIAL”’ 


INSURANCE? 


If families today were to protect their present standards of 
living in the same degree as families did in 1941, life insur- 
ance in force now would be two and one-half times as great 


as in 1941. 


But the record shows we are behind schedule in 


obtaining this protection for the average family—some $65 
billion behind or nearly 50 percent. 


What has accounted for this lag? It’s in the blue-collar group, 
say the authorities, because they are the new money-men and 
are comparatively uneducated to life insurance. They are your 
greatest responsibility and opportunity, for in achieving a 
degree of economic independence unknown to them before, 
they must be educated to life insurance as a means of securing 


that independence. 


You have a most important story to tell this blue-collar group. 
And you must tell it well if we are to avoid a future genera- 
tion, who, by not adequately protecting themselves, will be 
good subjects for a “social” insurance plan. Social insurance 
could happen. You, the underwriter, will play the biggest 


role in helping to avoid it. 


MORE THAN A HALF BILLION DOLLARS 
INSURANCE IN FORCE—JUNE 1, 1951 


COMMONWEALTH 
Life Insurance Company 


HOME OFFICE ¢ LOUISVILLE, KY. 


{ way to Security 
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J. Harry Wood fo Be 
Commerce Professor, 
Edit CLU Journal 


Leaving Presidency of 
Central Standard Life; 
Will Also Be Consultant 


J. Harry Wood is resigning as pres. 
ident of Central Standard Life of Chicagy 
July 31 and will become a university 
professor, editor, and consultant to life 
companies. 

Mr. Wood has 
been appointed a 
full professor in 
the field of man- 
agement at the 
Washington  Uni- 
versity school of 
business and public 
administration in 
St. Louis. He has 
been _ appointed 
editor of the Jour- 
nal of the American 
Society of C.L.U. 
and will act in a 
consulting capacity 
to several com- 
panies. 

At Washington university, Mr. Woo 
will develop a course on business policy, 
a field in which there is growing interest 
among universities having commerc 
departments. The course will be for 
seniors and graduate students and it 
purpose is to bring together as a related 
whole the principles and problems which 
the students have studied as segment: 
in their other courses. It will attemp 
to give the student an over-all view of 
the operations of business at the policy: 
making level. Mr. Wood is not a new. 
comer to Washington university, having 
previously taught management and sale: 
administration there for a semester ai 
a visiting professor. 


Succeeds Walter Craig 


of the C.L.U. Journal, Mr 
succeed the late Walter 
Mutual, Philadelphia. Since 
death last August, mem 
bers of the editorial board have been 
filling in as editors. A quarterly, the 
Journal will be five years old in Sep. 
tember. 

_Mr. Wood, an early C.L.U., begat 
his life insurance career with John 
Hancock’s group department on grad: 








J. Harry Wood 


As editor 
Wood will 
Craig, State 
Mr. Craig’s 


uation from Harvard in 1926. A. few 
years later he was granted leave oi 


absence to do graduate work at Colum- 
bia University. On rejoining the com: 
pany he was assigned to the agency 
department as_a field supervisor and 
later was transferred to Ohio as sales 
manager of the Ralph Hoyer agency, 
with headquarters at Columbus. 

In 1933 Mr. Wood went with L.I.A.M. 
A.’s_ predecessor, the Life Insurance 
Sales Research Bureau, as a company 
consultant and member of the staff of 
the agency management school, later 
becoming director of the school. He 
also wrote many articles and a widely 
used training course while there. 


Headed General Agency Department 


Mr. Wood returned to John Hancock 
in 1936 to head the general agency de 
partment, where he remained for sevet 
years and was a vice-president at the 
time he left. He was considered at the 
time to be the youngest man ever ap- 
pointed to head the agency forces 0 
one of the larger companies. In 1947 he 
was elected executive vice-president 0! 
the Massachusetts Protective companies. 
which include Paul Revere Life and 
Massachusetts Protective Associatiot. 

(CONTINUED ON PAGE 20) 
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People's Temper 
Veers from Scare 
Buying fo Saving 


Excess Defense Earnings 
Going into Bank 
Accounts, Insurance 


The sharp shift of a large section of 
the public from scare buying to husband- 
ing their excess dollars is being reflected 
in increasing sales of life insurance and 
greater activity in the savings depart- 
ments of the banks. The off-again-on- 
again war and its reflection in the jumpy 
stock market have made the market a 
questionable alternative as a place for 
excess money. The life insurance men 
find that many of their prospects are 
super-saturated with luxury goods. They 
heeded the cries of “shortage,” bought 
new automobiles, television sets and re- 
frigerators a few months ago. Now they 
see the prices of some of such items are 
lower than at the time they bought them 
and in plentiful supply. Despite warn- 
ings of future shortages in the face of 
continued defense, they are inclined to 
believe there is an element of crying 
“wolf”? in the tune carried to them 
through advertising. Many consumers 
are reasoning that with a Korean truce 
pending and a chance that defense will 
slacken its top demands in a year or 
two, they do not need to pour their 
money into gadgets. The new equipment 
they have bought will last them for some 
time to come, probably through what 
defense shortages develop. Yet they 
have money, because the level of in- 
come is very high, partly due to defense 
work. s 

These consumers are looking for 
places to put their money and apparently 
deciding in great numbers to put it in 
life insurance and in savings banks. 


Savings Are Mounting 


Many banks are reporting savings up 
for the first six months of the year. Life 
insurance sales for the first six months 
are ahead. The over-flowing inventories 
of many manufacturers of public con- 
sumption goods are feeling the brunt of 
consumer indifference and _ saturation. 
The insurance companies and the banks 
are reaping the inclination of many con- 
sumers toward the savings direction. 

The life insurance salesmen have 
sensed the savings temper of many of 
the people and, of course, in many cases 
have fostered and developed this 
tendency. 

A great number of consumers have 
been through inflation before. When 
the inevitable deflation came, they re- 
member that they or their parents regret- 
ted not putting money into: life insurance 
while dollars were cheap to reap harvest 
and security from this money when dol- 
lars are dear. 

The life insurance salesmen are do- 
ing a big job combating inflationary 
tendencies by siphoning off extra pur- 
chasing power that would contribute to 
inflation. But credit is not all due to 
the salesmen. There is a definite trend 
noted by most life insurance men among 
the stabler people in communities to 
adopt some form of savings or life in- 
surance. 


Nat'l Bankers in Tenn. 


National Bankers Life of Dallas has 
begun operations in Tennessee. John 
W. Richey, former assistant field direc- 
tor, has been appointed state manager. 
District offices in Memphis and Knox- 
ville will be managed by J. W. Kennedy 
and John Brauns. National Bankers 
Life of Dallas is now active in 11 states. 


Investing the Policyholders’' Money 

















Acquired——————, —— Holdings 
May May 5 Mos. 5 Mos. May 31, May 831, 

1951 1950 1951 1950 1951 1950 

(000,000 omitted) 

$ 3 $ 3 $ 
U. S. Government Securities.......... 716 46 4,937 368 12,109 14,907 
Foreign Government Securities ...... 33 2 96 34 1,480 1,424 
State, Cnty., Mun. Bonds (U. S.)....... 23 7 80 81 1,143 1,078 
Railroad Bonds -(0.- 8.) % <'< oe cecievins << 24 23 128 133 3,126 3,008 
Public Utility Bonds (U. S.)........... 59 143 345 552 10,417 9,692 
Industrial & Mise. Bonds (U. S.)...... 293 119 1,147 565 9,930 8,632 
SEGGMG Cb MOR) oe enc cece eie Meck welnees 39 68 123 227 2,020 1,814 
Foreign Corporate Securities ......... 17 4 83 77 711 581 
Worle Bank Bonds. . oc. scdpcctaccrecs 1 - 18 1 71 51 
Farm Mortgages: Vets. Admin......... eae 1 2 2 30 28 
ClOHO@ES., cuca we se ceRCaeenes ce wee e Secs 38 31 221 169 1,406 1,198 
Non-Farm Mortgages: FHA .......... 90 122 492 624 4,906 ,989 
Veterans AGMIn. «2... cc csccscccses 125 57 673 151 2,628 1,330 
CHONG oe char dio cee wana Obes 235 166 1,078 680 8,782 7,332 
Total Securities and Mortgages..... 1,693 789 9,423 3,664 58,759 55,064 
Wag TOME PPTL oa icc ccsccccccescace er <aa = oe 28 36 
Other Real Estate ......ccsssvccccccccs 17 23 77 79 1,462 1,262 
Peeeee. EOE ck co ka vec cease recesenes 51 42 2 211 2,496 2,293 
Case ease re kc Wan diinanwe sca Fee Rae : -. 1,001 888 
CUE PORE ov ccccvescetesscricnesves eces 1,750 1,433 


Total Assets 


65,496 60,976 











Insurers Oppose 
W. Va. Tax Move 


Some 400 fire, casualty and life com- 
panies are in the process of arguing with 
the attorney general of West Virginia 
over a 50 year old statute by which the 
state is trying to apply a corporation 
license tax to insurance companies. 

The attorney general has given an 
opinion in which he says that insurers 
should be liable for the tax, as well as 
“corporations.” 

More than $500,00 in tax income to 
the state is involved which makes it 
improbable that the attorney general 
will change his mind without a law suit. 

Meanwhile the state auditor has in- 
formed more than 400 insurers that they 
owe approximately $1,000 each in back 
taxes plus interest for the last five years. 

The companies filed a memorandum 
with the attorney general July 13, op- 
posing application of the tax to them. A 








conference with the attorney general is 
expected in the next few weeks. 

The life companies and the stock fire 
and casualty companies have retained 
the law firm of Steptoe & Johnson of 
Charleston to handle their end of the 
suit. The mutual companies have re- 
tained Dale Casto of the firm of Kay, 
Casto & Amos. 


Makes Weekly Premium Changes 


Life of Georgia has liberalized juve- 
nile features of its weekly premium con- 
tracts, effective July 30. 

Premium insurance is being offered, 
graded death benefit scale is increased 
so that all policies will pay full face 
amount at age 2 and over, and double 
indemnity age limit is lowered to 5 
(from 10) and raised to 65 (from 60) on 
standard contracts. 

Travel accident insurance is added to 
substandard contracts without extra 
charge and graded death benefits on this 
business are doubled, with full face 
amount payable at age 4. 


\ 








plan. But it isn’t. 








Insurance on Employees 


Sadler Hayes, of the Penn Mutual’s Carr R. Purser 
Agency, New York City:— 


“One of the great corporations of this country buys 
life insurance on certain employees. You may think 
this is group insurance, or you may think it is key man 
insurance. Or you may think it is stock purchase insur- 
ance, or a pension plan, or even a deferred compensation 


“It is life insurance, bought for the protection of this 
employee’s family. The ownership is vested completely 
in the employee. The premium is paid by the corpora- 
tion each year. The beneficiary is the employee’s wife. 


“In other words, when this company gives a man a 
raise, they give him a substantial life insurance policy 
as well. What greater tribute could we have to this 
financial instrument of ours than this? Top management 
buying life insurance for an employee. 


“Why is it, then, that you and I have such a hard 
time persuading the individual to provide for his family’s 
future through the adequate use of life insurance?” 





THE PENN MUTUAL LIFE INSURANCE CO. 
MALCOLM ADAM 
Presiden 
INDEPENDENCE SQUARE, PHILADELPHIA 

















Higher Prices Riise, 
Harder They Fall 


Linton Terms Inflation 
No Excuse for Not 
Buying Insurance 


Prices are not likely to rise indefinitely 
and the higher they go the more likely 
they are to fall later on, M. Albert 
Linton, president Provident Mutual, 
declared at the regional meeting of his 
company in Hot Springs, Va. Mr. 
Linton said that in the past the numer- 
ous people who used inflation as an 
argument against purchase of life in- 
surance lived to regret this excuse. 

Mr. Linton said that the person who 
removes his money from the market 
place, where it would otherwise build 
up prices, and puts it into insurance 
premiums, channels his money into con- 
structive use through investment in 
capital goods projects, many of which 
will increase production. He termed this 
a powerful force in combating inflation. 
The speaker commented that the in- 
creased number of dependent people, 
both old and young, and the large degree 
of population mobility, will tend to 
create new demands for capital invest- 
ment, new housing, new schools and 
other facilities. “That means more busi- 
ness activity, increased national income, 
increased need for life insurance, and 
new opportunities for the life under- 
writer,” he predicted. 


No Halting in Defense Economy 


Mr. Linton said that whatever the Ko- 
rean outcome, this country will continue 
to be transferred into a defense economy. 
He declared: “The life insurance agent 
in this situation is in an enviable’ posi- 
tion. He is not plagued by material 
shortages or priorities and can select 
his prospects freely, seeking out those 
who have needs and incomes. The agent 
is unlimited in the scope of his busi- 
ness activities, save in his own personal 
energies and abilities.” 

He stated that the defense effort is 
going to put a large amount of income 
into the hands of the people and al- 
though purchasing power will be re- 
duced through taxation as far as is 
politically feasible, a large reservoir 
of individual spendable income will re- 
main. 

There were more than 250 present at 


.the three-day meeting, which was the 


second of four regionals. 


Value of a Corporate Trustee 


During the first session, Charles F. 
Bartlett, Philadelphia, cited the four out- 
standing values of using a trust plan 
with a corporate trustee in business in- 
surance agreements. He stated the ad- 
vantages and terms of both the decedent’s 
estate and the welfare of the surviving 
associate. Whether the survivors are 
partners or stockholders, a corporate 
trust lessens the complexities involved 
in the contract transfer, he declared. 

According to Mr. Bartlett, the cor- 
porate trustee through its trust officer 
may render vital services during prelim- 
inaries as a third party. A trustee 
serves as a non-biased buffer between 
the executor for the decedent’s family 
and the surviving associates. A trustee 
makes possible a more complete segre- 
gation of business and personal assets 
so that a complete release or satisfac- 
tory note on the unpaid balance may 
be returned by the executor more 
quickly and with greater certainty. Such 
a trustee is ready to serve over the 
length of years that business insurance 
agreements are in effect. 

James H. Cowles, agency vice-pres- 
ident. presided at the opening dinner. 
Charles T. Crothers, Wilmington, Del., 
related that in his community most of 
the business insurance prospects are 


the sole proprietor tvpe. His average 
(CONTINUED ON PAGE 20) 
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ADVICE BUILDS PRESTIGE 





Agents Alert Self-Employed Persons 
on Impending Social Security Deadlines 


Members of the public nearing age 
65 who can qualify for social security 
retirement benefits by forehandedly 
taking the necessary steps to qualify 
as self-employed are highly appreciative 
of information that life insurance agents 
give them on this point, many alert 
agents are finding. 

Many agents have gained valuable 
prestige this way with big-money 
clients, for whom social security pen- 
sions have great tax advantages. This 
prestige led to many sales that would 
not otherwise have materialized. 


How the Plan Works 


The transaction works out like this: 
The newly covered, self-employed in- 
dividual, who has status similar to that 
of an independent contractor agent or 
general agent, is nearing 65 and is get- 
ting ready to retire. He has not pre- 
viously been covered by social secur- 
ity. All he needs to be fully insured 
under the act is 18 months of covered 
employment. 

When the time comes for him to 
report his 1951 income, he pays the 
244% social security tax on $3,600 of 


income or $81. He will do the same 
thing for the first six months of 1952. 
Total payments will be $121.50. Then in 
July, 1952, assuming he is past 65, he 
retires and reports to the social secur- 
ity board. He collects $80 a month for 
life. His wife will collect another $40, 
if she is over 65, for a total of $120 
monthly income. Her income will drop 
to three-quarters of his at his death, 
or $60 a month. This is in addition to 
whatever he is getting from his group 
pension or individual retirement plan. 


Maximum Advantage 


This of course, brings out the maxi- 
mum advantage that can be derived 
by persons now 65 or more, newly 
covered by the act. However, the bene- 
fits can’t be sneezed at by anyone from 
age 18 up. They are especially and 
obviously good to persons in their 50s 
or 60s who hadn’t expected this new- 
found pension bonanza. They really ap- 
preciate being told about it. 

Applying it to the life insurance, a 
retired general agent or agent, with suf- 
ficient renewal income, can report his 
renewals as income for 18 months and 





motional material provide 








NUM T in @ series of advertisements outlining advantages enjoyed 
UMBER THREE by field underwriters of the Equitable Life of noe wi 


EQUIPPED FOR 


SUCCESS © 


Field associates of the Equitable Life of 
lowa are equipped for success. A direct ‘mail 
system and a constructively developed range of pro- 
effective pre-approach 
and prospecting assistance. Selling aids in the form 
of sales literature and proposal forms are available 
for point of sale use, while many and varied are the 
good-will and prestige-building items supplied for 
follow-up purposes. Of major importance among all 
Equitable of lowa sales aids is the KEY TO 
SECURITY service, a comprehensive programming 
plan of amazing effectiveness. 


HOUITABLE 


Life Insumance Company 


FOUNDED IN 1867 IN DES MOINES 


OF IOWA 








then collect a social security pension. 
This is permissible under the prevailing 
status of renewals. So long as the re- 
tired general agent or agent does not 
perform any substantial services the 
should be able to qualify for and collect 
social security benefits. ’ 
The same principle, of course, applies 
to all self-employed individuals who, 
incidentally, if not immediately attracted 
by the retirement benefits, can be in- 
terested in the survivorship benefits. 


$20,000 PENSION 


The pension that can be earned by 
the independent contractor for the mini- 
mum 18 months of coverage whereby 
he pays $121.50, is worth from $20,000 
up at current rates. Where the 63%4- 
year-old agent works as the employe of 
the company for 18 months and the 
company pays half of the tax, he gets 
his pension for only $60.75. 

The retired agent who still has a 
license, and writes only a “token” case 
on occasion, has been considered by so- 
cial security offices not to be employed. 
His occasional commissions do not in- 
terfere with his receiving the social se- 
curity pension. 


Cite Tax Advantage 


To the man in a high tax bracket, the 
tax-free $1,440 a year from social secur- 
ity is a real boon. Annuity rates in one 
company for a man aged 66 with a wife 
aged 65 would require $11,238 to pro- 
duce $60 a month for life for his wife, 
and $9,216 to provide the same thing 
for him. This is equivalent of an $80 
a month benefit for him plus $40 a 
month for her, reducing to three-quar- 
ters of his pension at his death or $60 
a month for her life. These figures are 
on a life annuity-no refund basis. The 
total premium is $20,454. 

Under present annuity tax rules 3% 
of the cost is taxable income each year 
until total tax-free income received 
equals the cost. Then, all the income 
is subject to tax, without regard to who 
paid the purchase price or who re- 
ceives the annuity income. Of the 
$20,454 total, $613.62 is taxable the first 
year, leaving only $826.38 tax free. But 
with social security, the entire $1,440 is 
untaxed. In some tax brackets the dif- 
ference in the use of social security and 
the annuity highlights even more this 
advantage of the social security pen- 
sion. 











Sets New Midyear Records 


Connecticut Mutual Life ended the 
first half of 1951 with the greatest vol- 
ume of new business ever recorded. 
New life insurance written amounted to 
$126,782,080, up 5.9% over the corre- 
sponding period last year. 

Total insurance in force reached an 
all-time high of $2,194,928,834, a gain of 
$83,232,758. 


20-YEAR INCREASE IN LIFE INSURANCE 


AMOUNT IN FORCE PER CAPITA, 1930-1950 


GAIN PER CAPITA BY STATES 
OVER 100% fg: 75-100 
UNDER 75% [___| 
U. S. AVERAGE GAIN 79% 











SOURCES: U. S. DEPARTMENT OF COMMERCE, SPECTATOR YEAR BOOK AND INSTITUTE OF LIFE INSURANCE. 


97 Out of 100 


_—_———<—_—__————_ 
—— 


omp 


Ordinary Applicants Policy 


Accepted as Risks 


More Than Half 
the Policies Written 


Without Medical Exam 


The man who applies for ordinary 
life insurance today has 97 chances out 


n Flo 


Some 
Morte 
Loan 


Policyho 
bre being 





of a 100 to be accepted as a risk. 
Figures issued by the Institute of Life 
Insurance show that this is a great im- 


provement over conditions at the turn} 


of the century when declinations often 
ran well over 10%. 

Last year there were nearly 8,500,000 
applications for ordinary life. All but 
278,000 of these applications were ac- 
cepted by the companies. Of those 
policies actually issued and paid for, 
92% were at standard rates and 8% 
were on an extra-premium basis. 

The extra-premium basis, which per- 
mits issuance of policies to large num- 
bers of persons with impaired health 
or in hazardous occupations for a 
higher price than the normal risk pays, 
has been important in making policies 
available to larger numbers of persons. 


Heart Disease Led Rejections 
As a result of experience over the 
years, the life insurance medical men 


have been able to develop increasingly 
clear-cut measures of insurability. The 
principal cause of rejection during 1950 
was heart disease and associated ail- 
ments, accounting for 45% of all pol- 
icies turned down. Still, heart cases 
which were accepted represented 20% 
of the nearly 600,000 applications ac- 
cepted on the extra-rate basis. Over- 
weight was the chief cause for extra- 
rating and about one-third of the extra 
cost in cases was for occupational 
hazards. 

During 1950 there was a continuation 
of the trend toward expanding the 
writing of policies without a medical 
examination. More than half of all ap- 
plicants were accepted without medical 
examination. There was more than 
$5,600,000,000 insurance issued on the 
non-medical basis during 1950. 





A. Thornton Leonard has been elect- 
ed president of the Connecticut General 
Club. Miss Mildred A. Sesse is vice- 
president, and Miss Mary D. Bolinsky, 
financial secretary. 
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ompanies Ease 
olicy Terms 
n Flood Areas 


Some Also Liberalize 
Mortgage and Policy 
Loan Requirements 


Policyholders in the Kansas flood area 
are being offered additional grace periods 
by many companies, some of which are 
lso easing conditions for their mort- 
ages and policy-loan borrowers. 

One of the most sweeping of such 
insurance company relief programs is 
that of National Life of Vermont, whose 
home state suffered great flood damage 
in 1927. Along with a resolution of 
sympathy the directors authorized the 
finance committee to make additional 
loans in the Kansas City area on loan 
applications which meet with the ap- 
iproval of the committee and to make 
whatever loan modifications the com- 
mittee may deem desirable to borrow- 
ers who have suffered flood damage. 
The company also added an extra 30- 
day grace period for policyholders in the 
disaster area for contracts falling due 
prior to Aug. 15. The company author- 
ized general agents in the area to make 
policy loans without prior home office 
approval, as the executive committee 
may deem desirable, and to this end 
authorized the transfer of necessary 
funds immediately to Kansas City. 
Penn Mutual Life has granted an ad- 
ditional 31 days of grace beyond that 
provided in the policy. 


Also Applies to A. & H. 


Aetna Life has notified its agencies in 
the area to extend up to an additional 
30 days’ grace on premiums due during 
the emergency. This applies to accident 
and health as well as ordinary and 
group life. 

Connecticut General has extended the 
grace period to Aug. 1 and will grant 
additional time if the policyholder needs 
it. 





Connecticut Mutual has granted an 
additional 31 days of grace. In emer- 
gency cases, requests for policy loans 
are handled by telegraph. It will lib- 
eralize mortgage loan handling where 
necessary. 

Travelers is inquiring about condi- 
tions in the disaster area and will con- 
sider more liberal action after hearing 
from its representatives in the area. 
Phoenix Mutual, on request, will grant 
an additional 30 days’ grace where re- 
newal premiums cannot be paid be- 
cause of the emergency. Checks for pol- 
icy loans will be sent from the home 
office by return mail at policyholders’ 
request. The company will permit mort- 
gage payments to be made after the due 
date without penalty if inability to pay 
is due to the emergency. 


Runs Advertisement 


Most New York area companies are 
extending the grace period an extra 
month. New York Life ran advertise- 
ments in the flood area on the extra 
grace period, and saying that branches 
would help make policy loans promptly. 
— routinely make loans up to 
000. 

Mutual Life will accept premiums and 
Policy loan interest up to 30 days late 
and make policy loans over the counter 
up to $500. Mutual Benefit Life will 
allow for delays due to communication 
failure, waiving restoration rules _ if 
necessary. Guardian will follow its usual 
Policy of accepting delayed, premiums 
and mortgage payments due to disaster 
conditions. Home Life is extending the 
Stace period two weeks in hardship 
tases and further mortgage cases will 
be handled on an individual basis. 





Weigh War Claims 
Moratorium Plan 


The life insurance industry is studying 
the budget bureau recommendation that 
under proposed war damage legislation 
the president be authorized to impose 
a moratorium on claims arising from 
enemy attack on life insurance companies 
and private retirement systems. 


Manufacturers Life has appointed 
Neil L. Ball brokerage manager at San 
Francisco. Mr. Ball has been with the 
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“Duane and | wer 
school, fell in love, 
life was short-lived. 
for the air force mar 
not be with him due 
A year later, Duane w 
During this time | vowed th 
Duane and | would nev 


agai 
he did return, happy to be beck and proudly display- 
ing his 5 battle stars and Belgium combat award, his 
feelings were the same as mine — to build a home 
and spend the rest of our lives’ together i in one spot. 


"Good jobs were hard to find so Duane finally re- 
turned to the job he held when we were married, an 
‘electrician with a national concern. He loved the 
work but it meant traveling, and we were immediate- 
ly separated again. After three years of this, we 
agreed it was time to change jobs. The position he 
held gave us.a good income but our new home could 
never be built because of the uncertainty of his us 


Saint Paul |, Minnesota 


interested. No obligation to me, of course. 


THE MINNESOTA MUTUAL LIFE INSURANCE 
COMPANY 


1 want to know how D. C. Sink does it. | may be 


company since 1926, when he joined the 
head office staff. He ‘has been in branches 
in Regina, Sask.; Portland, Ore., and 
Lansing, Mich., before being appointed 
branch secretary in San Francisco in 
1936. He was a U. S. merchant marine 
officer during the last war. 





Crown Life Revises Rates 


Crown Life has adopted a new sched- 
ule of premium rates which are lower 
in many categories. Term rates are sub- 
stantially lower. The company now is- 
sues a preferred risk policy based on a 
minimum of $1,000 under which the pre- 
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: “Duane ‘answered 1 ‘many ads in the local paper but 


none of the jobs seemed to have the security 
~~ envisioned. Having our future foremost in his mind, 


he decic led to look into fife insurance as 4 career. 


"Mark Fangman, Hie General Agent for the Minne- 
i esomeced ath Bond Story. 


eles experience sell ichivance? Now | realize that 
anyone with a will to work can be a success using 
~ Minnesota Mutual's sales tools and wonderful plans. 
We have our new home and recently purchased our 


peter every’ day of our lives together, helping 
— ie a ie future for ourselves as well as for bs: 








if Mecurity is is coming true. He-joined the Minne- 
sota Mutual in November 1948. Duane's paid business for the year 
1950 totaled $414,128. He has been on the App-A-Week Club for 85 
ber of the C 


mium during the first five years is one- 
half the premium in later years. This 
is in addition to the preferred risk life 
plan now in effect, for which rates have 
been considerably reduced, 

Newly included in the rate book are 
a five-year term contract renewable to 
age 65 and convertible to age 60, an ad- 
ditional term rider which may be added 
to any policy up to twice the basic 
amount of insurance and a new mort- 
gage rider. 





_ Massachusetts Mutual Life has been 
licensed to reenter Texas. The company 
withdrew in 1907. 
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y's ''M"' Club for persistency. 





Duane's success is due to the Organized Sales Plan with the amazing 
Success-O-Graph*, used exclusively by many Minnesota Mutualites. 


*reg. U. S. trademark 





Name. 


Addresss. 





City. 





Zone. State —_____. 





Organized 1880 
The Minnesota Mutual 


Life Insurance Company 


SAINT PAUL 1, MINNESOTA 





FeNATIONAL UNDERWRITER 


July 20, 19 

















ver 


$7,000,000. 


ongratulations!— 





and thanks—to the men 
and women of our field 
organization 'who estab- 
lished a new record pro- 
duction during our nine- 
teen fifty-one Anniversary 
Campaign. 
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Says Clark Health 
Report Misses Being 


“Dispassionate” 


While Dr. Clark and his associates 
deserve much credit for their com- 
prehensive job, the recent Clark re- 
port on voluntary health insurance in 
the United States falls short of being 
entirely “dispassionate and objective,” 
Benjamin B. Kendrick, research asso- 
ciate of Life Insurance Assn. of Amer- 
ica, said in a review of the report. 

The report known officially as “Health 
Insurance Plans in the United States,” 
is the result of a special study of 
voluntary health insurance conducted 
for the Senate health subcommittee, of 
which Herbert H. Lehman (Dem., 
N. Y.) is chairman. The study was 
made under the direction of Dr. Dean A. 
Clark, general director of the Massa- 
chusetts General Hospital and _ presi- 
dent of Co-operative Health Federation 
of America, an association of inde- 
pendent health insurance cooperatives. 

Morris Pike, second vice-president of 
John Hancock, who served as an assist- 
ant director of the Clark staff is stated 
to have been largely responsible for 
the factual merits of the report. The in- 
surance business had submitted on re- 
quest a 140-page document on its health 
insurance activities’ which is an ap- 
pendix of the Clark report. 

The Kendrick review of the Clark 
report states that despite Senator Leh- 
man’s description of the report as 
“objective and factual” and a similar 
characterization of the report by Dr. 
Clark, it “does not appear to be entirely 
dispassionate and objective.” 


“Warm” to Cooperatives 


The review points to what is termed 
Dr. Clark’s “warm feeling’ for health 
cooperatives, which offer comprehen- 
sive benefits, and says: 

“While much may properly be said 
in favor of comprehensive benefits and 
while the health cooperatives may in- 
deed have operated under various handi- 
caps, the plain fact is that these or- 
ganizations have yet to demonstrate 
that any appreciable proportion of the 
American people wish to purchase the 
type of protection which they offer for 
sale. Nowhere in the report is this fact 
brought out clearly. 

“Indeed the Clark report—despite 
rather cautious phraseology — seems 
tacitly to assume that virtually every- 
one ought to have complete protection 
against practically all health expenses, 
whether they want it and are willing 
to pay for it or not. Almost ignored are 
a number of points made in the insur- 








LIFE SALESMEN EXPERIENCED IN 


PROVEN PLAN with adequate supply of leads in practically all 
states except New England. Leads furnished without cost. Men 
now selling 90% of leads, with $4,000 average policy per sale. 


Only men with valid life insurance licenses and unquestioned 
reputation for integrity will be considered. 


This is a permanent selling plan, coordinated with our 
regular agency activities, and not just a temporary cam- 
Pe Men accepted will be given protected territory, 


vested renewals. 


Aggressive life company, operating on national 
basis, and maintaining high standards of agency 


and selling practices. 


ACT NOW. All inquiries confidential. 
Write, giving full details of experience. 


igh commissions. Those who qualify will be entitled to 


@ CONVERSION 
@ UP-GRADING 
@ AND LOADING 


Box G-20, National Underwriter 
175 W. Jackson Blvd., Chicago 








ance companies’ report to the Cla 
staff concerning such matters as popu 
tion groups not needing any health 
surance, the advantages of eliminati 
trivial items of protection from insy 
ance policies, the purpose and valy 
of the coinsurance principle, and so on 

The review also scores the Clark y 
port in that, while concerned only wij 
voluntary insurance, ‘an occasion 
passage seems to be an oblique reflectig 
of the family-held view that compy 
sion will sooner or later be inevitable 


Indebted to FSA 


In this regard, it is noted that th 
report expresses “great indebtednes 
to the health insurance experts of 
Federal Social Security Administratj 
as having “participated in and 
tributed to” the study. “These expe 
of course,” it is added, ‘have for | 
been ardent champions of compuls 
health insurance.” 

The restricted scope of the Clark r 
port was unfortunate, Mr. Kendri¢ 
says. The limiting of the report to h 
pital, surgical, and general medi 
insurance—a limitation apparen 
dictated by pressure of time—had 
effect of darkening the picture of w 
insurance is doing to meet needs f 
protection against the costs of ill heal 

Many hospital and doctors’ bills 
of course paid with funds coming fro 
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loss-of-time or weekly indemnity insu) are classed 


ance, from workmen’s compensation 


surance, from accident insurance, re Cites Priv: 


liability insurance, and from life insu’ 
insurance out 


ance, among other 
Such payments are generally left out 


The cou 
also classi 


account in the summary figures, wit), than the C 


the report, however, the scope limi 


out any immediate note. scope. lini 


tions are spelled out. 


Giving credit to Dr. Clark and hi 
associates for assembling the data in s 
brief a period, the review says the ré 
port will doubtless be a reference worl 
for some years to come, but indicate 
it should be read with care. 

“Also,” Mr. Kendrick adds, “the re 


port seems intended to be dispassion 


ately objective, and in  considerabl 
measure it succeeds. Yet a narrow mar. 
gin of failure to achieve objectivity ma 
be more serious than a larger one. If th 
failure is small, persons lacking back 
ground in the field are more likely t 
conclude that the report is 
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entirel; 
objective and to accept those of i 


findings which are questionable with 
out raising questions.” 


Chief Points Summarized 


The following points—largely quoted 
from the report—summarize the chit 
findings, observations, and recommend: 
tions: 

1. “Out of our population of 150 mil 
lion people, an estimated 75 million hav 
insurance against some part of th 
costs of medical care, while another 7 
million have not yet been reached }) 
voluntary medical-care insurance.” 

2. Medical-care insurance paid abov 
$755 million in benefits in 1949 .. 
“Voluntary insurance plans do not cové 
about 80% of that portion of the ma 
tion’s medical-care bill generally ry 
garded as the minimum that is poten 
tially insurable.” 

3. “Insurance benefits for such item 
(as dental care, nursing care, and drug 
and medical supplies outside the hos 
pital) were negligible.” 

4. “Voluntary medical-care insuran¢ 
is most common among people easil 
accessible to group insurance and les 
common among those difficult to reac 
by the group method.” Rural residents 
lower-income families, newborn it 
fants, aged persons, Negroes, a 


i 





ployed persons, sick or disabled persons 
etc., are less likely than others t 
qualify for or to have health insuranct 

5. “From 55 to 93 cents of the sub 
scriber’s dollar comes back in benefit 
and dividends, depending upon the pat 
ticular plan to which he belongs. aii! 
whether he is insured as an individu 
or as a member of a group.” 

6. “The comprehensive plans _ hav 
shown that it is practicable to cové 
almost the entire costs of the service 

(CONTINUED ON PAGE 20) 
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Rules Wis. Life 
Fund Can Turn 









id valy 2 

«so odDown Negro Risks 
ark ft 

only wit MADISON, WIS.— The Wisconsin 





cCasion 
reflectig 





State Life Fund, operated under the 
direction of Commissioner Lange, was 
compw ypheld as being within its rights in turn- 
evitable’ ing down an application of a Milwaukee 
| Negro for a life policy because of the 
‘higher mortality rate of the Negro race 
that as compared with whites which makes 
btednes# the former a substandard risk. 
ts of te. Lhe ruling was made by, Judge 
nistrati Sachtjen of Dane county circuit court 
ind cog i,.2 case started by James Rancher, 
oe Milwaukee, who had been refused a 
» expe : A , a ae 
for lop $1,000 state fund policy. The decision 
mpulsop Of, the, state life fund, Judge Sachtjen 
puls Rice. peek h 
said, “is not based in any way on preju- 
dice or hostility to the Negro race, but 
§ solely because of their higher mortality 
rate.” No question of constitutional 
M rights was involved, the court held. 
Rancher previously had filed suit in 
federal court at Madison against Com- 
missioner Lange and other state of- 
ficials. Former Atty. Gen. T. E. Fair- 
child has asked delay pending a decision 
of the court in a decleratory judgment 
suit to determine the constitutionality 
of the 1911 law under which Negroes 
are classed as substandard risks. 










cee 
insur) 
neh forall The court said that private companies 
ft out aso classify members of races other 
es, wit), than the Caucasian as substandard risks 
vhere jg and legally refuse them insurance at 
e ii premiums based on the American 
‘Mortality Experience Table. Figures 
were cited from the 1940 census bureau 
tabulation showing the higher mortality 
rate among Negroes over whites. 
Private companies that insure Negroes 
differentiate between them and white 
persons by charging higher premiums, 
“the re allowing a smaller commission to agents, 
spassion @PPlying a stricter policy or limiting 
siderablg Solicitation. 
ow may. “Lhe state life fund is very small 
vity maj iN comparison to private companies,” 
e. If thy Judge Sachtjen said, “and it is financiall 
ig back} unsound for a small organization sak 
likely t@ a8 the state life fund to depart from the 
entire, accepted underwriting practices. 
» of it} “According to state law, the life fund 
le with is to be administered without liability 
_to or subsidy from the state. Conse- 
| quently, Commissioner Lange must 
keep the life fund solvent, which of 
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ote course can be done only by careful 
noe selection of risks,” the court said. 
150 mil s 
a ge Breidenbaugh, 
ot t 
ther | James to A. & H. 
ab Unit of Prudential 
ot cove =O. J. Breidenbaugh and A. J. James 
the na have joined the newly organized sick- 
ly : ness and accident 
poten’ department of Pru- 
dential. 

h item’ Mr. Breiden- 
1 drugg baugh, who has 
ie hos been with the D. 

Stuart Walker 
surancy agency at Philadel- 
. easilf phia for Mutual 
nd les) Benefit H. & A,, 
> reach will specialize in 
sident{ developing training 
rn iy courses for A. & H 
elf-em) Before going with 
ersony the Walker agency, 
ers t} Mr. Breidenbaugh 
uranct} was executive sec- ©-4- Breldenbaugh 
e subj retary of National Assn. of A. & H. 
enefit? Underwriters and before that was an 
1e pal} mMstructor in A. & H. courses at Purdue 
ys an and other leading universities. 


ividu Mr, James has been with Pacific Mu- 
tual Life as assistant chief underwriter. 
He has been with Pacific Mutual since 
1924. With Prudential he will assist in 
le development of A. & H. underwrit- 
‘Ing and claim activities. 
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Nelson States He Has No 
Gubernatorial Intentions 


ST. PAUL — Commissioner A. Her- 
bert Nelson, who took office only two 
months ago, has stated that he has no 
intention of running for governor in 
1952. He said he hopes to conduct his 
office in such a way as to merit re- 
appointment when his term expires Feb. 
His statement was prompted 
by the recent announcement that Gov. 
Youngdah! will resign Sept. 1 to accept 
Washington. 
Youngdahl will be succeeded by Lt. Gov. 


1, 1953. 


a federal judgeship at 


Anderson. 


In 1948 Commissioner Nelso 


in the primary. 


missioner when Armand Harr 


signed recently. 


lic and professional confidence in 


my experience in the departmen 


Anderson were rival candidates for lieu- 
tenant governor, Anderson winning out 
Nelson has long been 
a close friend of Gov. Youngdahl and 
was drafted by him to take over as com- 


“It would certainly be betraying pub- 
consider leaving this office a few months 
or a year after I accepted it,” Commis- 


sioner Nelson said. “The few months of 


cate to me that much can be done to 


protect and foster the public’s interest 
n and in insurance.” 


Persons 6-Month Leader 


The Henry W. Persons agency of 
Chicago led all Mutual Life agencies in 
sales the first six months of 1951. The 
Richard E. Myer agency at New York 
led in policies sold and was second in 
volume. Milwaukee, managed by 
George A. Knutsen, was third in volume. 
Charles E. Brown’s Grand Rapids agen- 
cy was second in policies sold and Spo- 
kane, Lyle H. Funnell manager, was 
third. 
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AVERAGE POLICY SOLD 
DURING 1950 


A result of meeting 
of Preferred Clients 
PLANNED ESTATES 


the needs 
through 
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Baby Born Today 
May Expect to Live 
to Age of 68 Years 


The baby born in the U. S. today 
may expect, on the average, to live to 
age 68, compared with an expectancy 
of life to age 47 for those born 50 years 
ago. Despite this, the person in middle 
or later life today has relatively small 
additional expectation of life. These 
facts were emphasized by the Institute 
of Life Insurance in an analysis of the 
death rate and length of life trend of 
the first half of the century. 

The greatest gains toward longer life 
have been made at the younger ages 
with the result that the nation is rapidly 
building up a larger proportion of mid- 
dle-aged and aged persons, rather than 
adding any great number of years to 
later life. 

The death rate in infancy and child- 
hood since 1900 has been greatly re- 
duced. There has been a greater decline 
in the death rate among women than 


surgery and drugs. 

The findings show that the expecta- 
tion of life at birth of a baby has in- 
creased by more than 20 years in the 
half century. Out of every 100 babies 
born during 1951, 96 may expect to 
reach school age, compared with 82 
among the babies of 50 years ago. W hile 
the life expectancy at birth is 40% 
ahead of a half century ago, at age 20, 
the gain over 1900 is less than 20%. 
And for the most of the years of life 
after that, the increase in longevity 
has been about 12% to 18%. 

The women have added 3% years 
more to their life expectancy than have 
men in the half century. Female babies 
have an outlook of some 22 years more 
than 50 years ago, while male infants 
have an outlook of 18 years more. In 
1900, women and men could expect 48 
and 46 years from birth, respectively. 
These figures had risen to 70 and 65 
by 1948. 


Health Plan for Machinists 


Pacific Mutual has arranged with 
International Assn. of Machinists to 
write a health and welfare plan on their 





3,000 Better 
Trained Agents 
Serve the Public 


More than 3,000 life insurance agents 
have been added to the ranks of those 
who serve the public as more com- 
petent specialists due to training in 
the Life Underwriter Training Council 
courses. The number successfully com- 
pleting the L.U.T.C. classes this year 
was evenly divided between agents who 
sell weekly premium as well as ordinary 
and those agents who concentrate en- 
tirely on ordinary. The past year broke 
enrollment records in a training pro- 
gram which began in 1947 and during 
this fourth year of operation there were 
4,400 students enrolled in the courses. 
A record number of 3,514 met all class- 
room, case and project assignments and 
qualified to take the final examinations. 
The percentage of those passing the 
final examinations was 90. These figures 
are significant because the ranks of life 
insurance salesmen have been thinned 


among men. These gains have been 
brought about by the accomplishments 
during the last 50 years in medicine, 


workers in the Great Lakes area. The by 
territory has a potential 96,000 insured 
employes in both small and large shops. 


those leaving for military service 
and a number of L.U.T.C. students 
were in this category. 

The L.U.T.C. courses were carried 









When Is A Bargain? 


‘Two CABBAGES for the price of one is no 
bargain when you need only one cabbage. 





But two disability income dollars for the 
price of one, and payable when you need 





them most, zs a bargain. 





Occidental’s C-22 Disability Income policy 
with 90-day elimination meets that definition 
of bargain for many men. It waives income 
the first three months of accident or sickness 
disability in order to pay twice as much in- 
come thereafter—for life, if necessary. 







This makes sense to the men who get sick 
leave pay for short-term disabilities but fear 
a long-haul disability. 






m 
Occidental Life 


INSURANCE COMPANY OF CALIFORNIA 
W. B. STANNARD, Vice President 














on in 40 states and Hawaii. The classes 
during 1950-51 included representatives 
from 270 companies and 65% of those 
enrolled were full-time life insurance 
agents actively engaged in selling to 
the public. 





Hershey Faces Contest 


Alleging errors in counting, a peti- 
tion has been filed to contest the 
election of Harry B. Hershey as justice 
of the Illinois state supreme court from 
the second judicial district. Mr. Her- 
| shey was formerly attorney for the 
| liquidator in the Illinois insurance de- 
| partment, then was insurance director 
| of Illinois, and subsequently was en- 
| gaged in insurance law practice at 
| Springfield and Taylorville. He was 
| elected to the supreme court bench by a 
| margin of 184 votes on June 4. The 
| petition was brought in behalf of three 
| Republican committeemen. 





| 
| 
| $20,000 Education Grant 

| -A $20,000 grant has been made by 
| Texas Life Convention to the Univer- 
| sity of Texas and will be used at the 
| rate of $4,000 per year to expand courses 
| offered in insurance, particularly life 
| insurance, and to supplement the salary 
| of an outstanding professor in that field. 
| 


‘New Retail Credit Offices 


| Retail Credit has opened a branch in 
New Brunswick, N. J., and a second 
branch in Philadelphia. A. T. Tiller, 
assistant manager at Newark, has been 
appointed New Brunswick manager. R. 
W. Dietrich will head the new Phila- 
delphia branch. 











Just Across the Street in 
Salt Lake, L. A., Chicago 


John W. Lawrence recently was 
appointed general agent for Massa- 
chusetts Mutual and Robert E. 
Florian has been named general 
agent of Connecticut Mutual and 
the two gentlemen find themselves 
| across the street from one another 
| for the third city in a row. Mr. 
| Florian’s new office’ in Chicago is 
| 





at 207 South LaSalle street and 
Mr. Lawrence is now located at 135 
South LaSalle street in that city. 
A few weeks ago, Mr. Lawrence 
| as director of training for Pacific 
| Mutual Life was directly across the 

street in Los Angeles from the of- 
| fices of Mr. Florian, who was gen- 

eral agent for State Mutual Life. 
| It started back in Salt Lake City 
where Mr. Lawrence, as manager 
for Prudential, had an office across 
from Mr. Florian who was general 
agent for Aetna Life there. 


I. R. Glennon Takeg 
Ill. State Post 


Joseph R. Glennon has been ap 
pointed by Insurance Director Day q 
Illinois as deputy in charge of com 
pany regulation. He leaves the Iow 
department where he has been chid 
examiner, to take the new position. H 
has been in the Iowa state service 1 
years. His duties in Illinois will includ 
coordinating the work of the varioy 
company supervisors in handling ad 
missions and regulation of companie 
and in providing closer liasion betwee 
the regulatory work at Springfield ang 
the examination division at Chicago, 

Mr. Day states that this is com 
parable to the reorganization last falj 
of the rating responsibilities whereby 
S. Tyler Nelson was appointed deputy 
in charge of the rating division. Addi. 
tional need for this new position was 
created, according to Mr. Day, by the 
fact that Frank Bartsch, chief deputy, 
is increasingly occupied with the re 
cently expanded work of the liquida- 
tion bureau of which he is in charge, 
at Chicago. 
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INSURANCE COMPANY 
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Whe wide shed 


POSTAL LIFE write @ecisal the policies 
you want, and need, in serving your clients 
—as agents, brokers, or surplus writers. 





For particulars see any Postal Life General 


Agent or write 
Roy A. Foan, 
Vice President and Director of Agencies 
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Truman Urges OASI 
Boost If Relief 
Payments Are Upped 


WASHINGTON—President Truman 
this week urged Congress to increase 
social security insurance benefits if it 
increases relief payments. 

Mr. Truman said that Congress 
should require that any additional fed- 
eral cash for relief go to relief bene- 
ficiaries and not merely serve to cut 
down the amounts which states pay 
from their own funds. 

The President incorporated his views 
in a letter to Vice-President Barkley 
as the Senate took up a bill to raise 
the federal share of relief payments to 
the aged, blind and disabled and to 
crippled children by $140 million a year. 

In the Senate, Senator Cain of Wash- 
ington attacked the entire social secur- 
ity program’s operation, saying that it 
is “expanding at a crazy rate just as 
cancer cells do and will eventually, I 
firmly believe, wreck our economy un- 
less a halt is made.” 

Cain opposed the proposal for an 
extra $3 a month of federal money for 
the aged but said he was “ready to pay 
as high a tax as my fellow citizens are 
willing to pay to put an honest social 
security into operation.” 


Additional $3 Per Month 


The , bill being considered would pro- 
vide $3 a month additional for the needy, 
aged, blind and disabled, and $1.60 for 
crippled children. 

The Truman proposal for a boost in 
insurance benefits was offered in an 
amendment sponsored by ‘Senators Leh- 
man of New York, Humphrey of Min- 
nesota, and Langer of North Dakota. 
The Senate, however, had taken no 
action on the amendment when it closed 
down Wednesday. 

The amendment would make a slight 
revision in the formula for computing 
payments to future beneficiaries. It 
would increase the maximum for an 
individual from $80 to $83.50 a month, 
and for a man and wife from $150 to 
$160. The minimum for a widow with 
children would go up from $40 to $50. 

Mr. Truman’s proposal to require 
that the extra money for public aid 
actually go to those on relief was 
adopted in an amendment ordered by 
Democratic Leader McFarland of Ari- 
zona. 

The President stated that the basic 
purpose of public assistance is only to 
supplement the social security insur- 
ance system and therefore it is es- 
sential to keep the average insurance 
benefits at least as high as average pay- 
ments for public aid. 








Post. Card from Brazil 
Has Photo for Address 


Proof that life insurance agents 
are often the best known men in 
town is provided by J. Robert 
Nolley, Northwestern Mutual, 
Richmond, Va. Mr. Nolley re- 
cently received a penny post card 
from Brazil despite the fact the 
card carried in the space for ad- 
dress nothing but his photograph. 
The card had been sent as an ex- 
periment by A. W. Holmes, also 
of Northwestern Mutual at Rich- 
mond, who was vacationing in 
Brazil. The card passed from per- 
son to person in the Richmond 
post office without recognition 
and then was shunted off to the 
Baptist church on the ground that 
Mr. Nolley looked like a Baptist 
missionary home on vacation. He 
turned out to be no Baptist and, 
after a try at the other churches, 
the card was returned to Post- 
master Fergus McRee. It turned 
out that the postmaster is well ac- 
quainted with Mr. Nolley and so 
the life insurance agent received 
the card without much delay. 

















High Three Year 
Polio Rate Alters 
“Normalcy” Concept 


Tripled incidence of infantile paralysis 
in the past three years has created a 
new concept of normalcy for polio, in 
which it is no longer possible to speak 
of a normal average of 10,000 new cases 
per year, according to National Founda- 
tion for Infantile Paralysis. 


Polio touched more people and 


reached into a wider area as the trend 
of incidence continued high last year, 
according to the foundation annual] re- 
port. Assistance was given by the 
foundation to 56,000 polio patients last 
year, when 33,351 new cases were re- 
ported. 

The 1950 epidemic completely wiped 
out many old values. Last year’s toll 
of 33,351 polio cases was second in 
severity only to the record high of the 
year before, when 42,366 children and 
adults were stricken. The changing con- 
cept of normalcy was further demon- 
strated in 1950 by intense pressure over 
wide areas of the country, instead of the 


dramatic concentrations of earlier years, 
the report states. 

In 22 states the rate of 20 cases per 
100,000 population, regarded by health 
authorities as epidemic, was exceeded. 
Rates ranged from California’s 20.2 for 
its third severe year in a-row, to Iowa’s 
53.1. There were nine states experienced 
their worst epidemics in history. These 
were Texas, Virginia, Ohio, Iowa, 
Louisiana, Maryland, Mississippi, 
Oregon and Tennessee. 





More than 50 home office employes of 
Life & Casualty donated blood to the 
National ‘Red Cross blood bank. 








CHARLES E. CASSETTY 


A former school teacher 
without sales experience, 
Charles Cassetty has 


performed phenomenally in 


the small Tennessee 


community of Gainesboro. 


(Population less 
than 1,000) 


He gives all credit to 
Franklin exclusives on 


which he has concentrated. 


His particular favorite 
is the PPIP. 


His first sale was 
made April 11, 1950. 
Total first year cash 
earnings: $11,095.66. 





First Year Cash 
Earnings *11,095 


April 10, 1951 


Mr. J. V. Whaley, Vice President 


The Franklin Life Insurance Company 


Springfield, Illinois 
Dear Mr. Whaley: 


I would like to thank you and the Home Office 


for the cooperation you have given me in the first 
year of my association with the Franklin Life Insur- 
ance Company. It was one year ago today that 
Wilson Summar “rescued” me from the teaching 


profession and brought me into this wonderful or- 
ganization. I will ever be grateful to you and him 
for the inspiration you gave me. Since I have been 
associated with the Company I have made well over 


250 sales and have over $500,000 net on the books 


at the present time. My income during the past year 
was about three to four times what I had anticipated. 
I give credit to the Company and President Becker 
for the exclusive programs they have devised. I am 
especially fond of the PPIP and have specialized in 
that program during the past year. 


I live in a small town with a population of less 
than 1,000 people and in an agricultural section of 
the country but have come to the conclusion that if 
I get out and see the people that I cannot help but 
sell the exclusive merchandise of the Franklin Life 


Insurance Company. 


Sincerely yours, 
Charles E. Cassetty 


An agent cannot long travel at a faster gait than the company he represents. 








Lhe Friendly 
FRANKLIN LIFE 


SPRINGFIELD, ILLINOIS 


CHAS. E. BECKER; PRESIDENT 


INSURANCE 
COMPANY 


DISTINGUISHED SERVICE SINCE 188% 


One of the 15 Oldest Stock Legal Reserve Life Companies in America © 


A BILLION DOLLAR INSTITUTION 
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COMMENT 





Policyholders’ Interests in Mind 


Life insurance is a big, sprawling 
business built upon the closest of per- 
sonal financial relationships through 
the millions of contacts made by its 
salesmen. 

Yet it is interesting to see that despite 
their size companies never stop trying 
to get along cordially with their pol- 
icyholders. Often little more contact is 
possible than a premium notice or an 
annual report. But policyholders are 
kept in mind much more than an oc- 
casional mailing indicates. 

One of the fascinating aspects of life 
insurance which critics have never been 
able to ridicule successfully, despite 
their many attempts, the sense of 
obligation the staffs of companies have 
for the policyholders for whom they 
work. “The policyholders’ may be a 
great amorphous mass of people, some- 
times millions of them, but they are not 
a collective nonentity. 


is 


The growth of the business in recent 
years hasn’t taken it away from its own- 
ers. In fact it may have brought them 
closer as the leaders of the business take 
an ever more aggressive attitude in de- 
fense of their policyholders’ rights. 

An outstanding example of how pol- 
icyholders are always kept in mind is the 
constant attention that companies have 
given to keeping down expenses while 
providing policyholders a maximum of 
service. There is little likelihood that a 
policyholder could walk into a home 
office and exert substantial influence on 
company policy or prove that it is be- 
ing mismanaged. But even with today’s 
stiff competition, considerable waste is 
possible and might go unchecked. But 
the business hasn’t let that happen. The 
concept that whatever is done must be 
of benefit to the policyholders, how- 
ever great their number, still pervades 
the life business. 


Need for a Finer Courtesy 


We need in all our relationships with 
people to cultivate a finer courtesy. Too 
often we are indifferent to those about 
us. We do not have a heart for the other 
fellow. We may be particularly favored 


while someone else does not have quite 
the same opportunities that yield a high 
return. The more favored a man is the 
more he owes to those about 
him. 


Business Leaders in University Posts 


The move of top business executives 
and professional men to university posts 
is one of the interesting developments of 
the last few years. A most conspicuous 
example is the announcement this week 
that J. Harry Wood, president of Central 
Standard Life of Chicago, is resigning 
July 31 to become .a full professor at 
Washington University in St. Louis. 
Mr. Wood will develop a course in busi- 
ness policy for seniors and graduate 
students at the school of business and 
public administration. 

Another example was the acquisition 
last month by Massachusetts Institute 
of Technology of the vice-president of 
Sears-Roebuck as dean of its new school 
of industrial management. 

While such a trend, of course, in- 
volves a sacrifice for the company that 
has to lose one of its chief executives, 


nevertheless, in the aggregate it is a 
fine thing for both business and the 


universities. The need for courses such 
as Mr. Wood will be developing at 
Washington University has been in- 
creasingly recognized by officials of 
universities having commerce schools. 
They have also realized, however, that 
appreciating the need is one thing and 
getting somebody who is qualified to 


teach it is something else. Hence it is 
not surprising that implementing the 
idea has lagged far behind appreciation 
of its merit. 

Geometrically it may be true that the 
whole is equal to the sum of its parts, 
but in business operations there is more 
to it than that. The student who has 
conscientiously absorbed the material 
from his various business courses still 
needs to be shown how everything 
meshes together if he is to be given 
the greatest help in developing himself 
for major executive and administrative 
responsibility. 

The professor who can take all the 
various aspects of business operations 
and integrate them into an understand- 
able and interesting unity is in a posi- 
tion to exercise a unique and valuable 
influence. Where this is not done, there 
is more than a little danger that the 
students will not see the forest because 
of their preoccupation with the individual 
trees. Many of them later succeed in 
making their own synthesis from what 


they have learned about the various 
aspects of business but it is equally 
clear that much time and economic 


waste would be saved by doing this 
with the help of competent guidance 


while still at the student level. 

Mr. Wood has long had an interest 
in teaching, going back to when he 
taught the first C. L. U. class in 
Columbus, O., in 1931. He is eminently 
qualified, we feel, for his new post. 


Washington University is to be con- 
gratulated and the life insurance busi- 
ness should be proud to have supplied 
one of its executives as a pioneer in the 
development of this new and valuable 
side of business education. 








PERSONAL SIDE OF THE BUSINESS — 





Albion and Irma Cox, both with the 
National Mutual Benefit agency at Mil- 
waukee, were honored at their home in 
New Berlin on their 59th wedding anni- 
versary by 40 associates in the com- 
pany’s Madison and Milwaukee offices. 
Mrs. Cox has been with the company 
48 years and Mr. Cox for 20 years. 


Elmer C. Moore, New York Life, 
Wichita, trustee of National Assn. of 
Life Underwriters, has been named to 
the board of the Sedgwick county ‘Red 
Cross. 


O. Kelley Anderson, president of 
New England Mutual Life was the sub- 
ject of a lengthy profile on the financial 
page of the Sunday edition of the New 
York Times. 


Leroy A. Lincoln, chairman of Metro- 
politan Life, will head the 1952 fund 
raising activities of the New York 
chapter of the American Red Cross. 


William E. Buchanan, Appleton, Wis., 
president and treasurer of Appleton Wire 
Works, was elected trustee of North- 
western Mutual Life. 


John T. Shirley, general agent of the 
New England Mutual Life in Pitts- 
burgh, has been elected to his third term 
as a trustee of Bucknell University. 


Miss Katherine Bramhall, daughter of 
General Agent William M. Bramhall 
of New England Mutual at Chicago and 
Mrs. Bramhall, was married to John P, 
Hendrickson at Wilmette, III. 








Group Life Covers 
28 Million Workers 


If you are employed, the chances are 
very good that you are covered by life 
insurance through the group with which 
you work. Figures compiled by In- 
stitute of Life Insurance show that 
nearly 28 million workers in the U. S. 
have group life insurance protection, ag- 
gregating $50 billion in protection. 
Group life covered compares with 23 
million workers in 1949 and 14,500,000 
five years ago. 


Group life insurance is held under 
66,000 master policies whereas five 
years ago there were 36,000 master con- 
tracts. 

The group life insurance offered 
through employer-employe groups aver- 
aged one year’s income continuation 
for those covered under the policies. 


Jefferson Nat'l Names Cole 


Jefferson National Life has appointed 
Paul B. Cole manager at Hamilton, O. 
He is a former associate manager there 
for Western & Southern. Before that 


he was in industrial relations and per- 
sonnel work in Ohio. 
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Pay Record Amounts 
to U. S. Families 


in 5 Month Period 
The life insurance companies paid 
American families in the first five 


months of 1951 a total of $1,716,111,000. 
Institute of Life Insurance places this 
at $132 million more than in the first 
five months of 1950. This reflected 
increases in both benefits paid at death 
and payments to living policyholders. 

From Jan. 1 to May 31, 1951, the 
death benefits paid amounted to $735,- 
203,000, 9% more than the year be- 
fore. This five months’ total was greater 
that the death benefits paid in any 
full year to 1929. 

The gain over last year was partly 
due to the growth of insurance in force, 
although the higher death rate among 
policyholders in the early months of 
the year was a factor. Figuring in this 
trend also was the death rate in the 
Korean war. 

Payments of various sorts to living 
policyholders, including matured endow- 
ments, disability payments, annuity pay- 
ments, surrender values, and_ policy 
dividends, amounted to $980,908,000 in 
the five months, up $72,455,000 from a 
year ago. 


L. C. Cocheu of VA 
Joins Continental 


Lincoln C. Cocheu, veterans adminis- 
tration regional insurance director at 
Chicago, has resigned to go with Con- 
tinental Assurance’s group department, 
where he will be engaged in actuarial 
and administrative work. 

He will be assistant actuary. 

Replacing Mr. Cocheu at the VA is 
Edward G. Joseph of St. Louis, former- 
ly of New York Life and Equitable 
Society. He has been insurance director 
at St. Louis since 1946 except for a 
period at Washington as head of the 
special insurance dividend service. 

Mr. Cocheu joined Metropolitan Life’s 
actuarial division following graduation 
irom University of Michigan. He left in 
1937 to become an actuary with the 
Treasury department. In 1938 he be- 
came senior actuary for the bureau of 
old age and survivors’ insurance in the 
social security administration. Follow- 
ing naval service he joined the vet- 
erans administration as Chicago in- 
surance director. He is an associate of 
the Society of Actuaries. With the VA, 
his territory included Illinois, Indiana, 
, and Wisconsin. 








orem. 





Hesslein to Pilot at Miami 


Pilot Life has named Frank B. Hess- 
lein as supervisor at Miami. He suc- 


ceeds Birger M. Salberg, who has been 
appointed field service manager at the 
home office. 


V4 + Open Monday in Baltimore. You 
can reach me at the largest hotel... 
what? ... Where I always stay, The 
Lord Baltimore, of course!” 




















ANN 


H. L. Whitenight, 














’ 


Dr. Geo. Goodkin, 





Shown herewith 
are five Equitable 
Society men whose 
promotions were 
reported in last 
week’s issue. 








E. S. Jarrett, 








David H. Harris, Dr. W. M. Reynolds, ‘ ; ‘ 
manager individ- associate manager associate medical associate medical supervisor agents’ 
ual A. & H railroad securities director director training 
ments. 


Beam New England 
Mutual Workers’ 
Message to World 


Home office employes of New Eng- 
land Mutual Life will be featured on 
the short-wave radio program entitled, 
“Freedom Speaks,” to be broadcast over 
station WRUL to Europe and South 
America this summer. The program 
will consist of a series of on-the-spot 
interviews recorded at the desks of 
New England Mutual people. The pro- 
gram is under the direction of World 
Wide Broadcasting Corp., a private 
enterprise, devoting itself to interpreting 
America to a world-wide audience. 

There will be the familiar sound ‘of 
typewriters and business machines in 
the background as the participants in 
the program speak. Those employes 
featured will be chosen by their work 
assignments or personal backgrounds. 
They will be called upon to explain to 
an audience of many million how the 
operation of mutual life insurance 
exemplifies and strengthens the ideals 
of freedom, cooperation and individual 
resourcefulness. The conversations be- 
tween the interviewer and the employe 
will be entirely spontaneous to insure 
complete authenticity. 

Station WRUL is located at Scituate 
on Massachusetts’ south shore. It has 
an audience throughout the world, espe- 
cially in countries behind the iron cur- 
tain. It supplements the government’s 
Voice of America broadcast by relaying 
from the mouths of Americans an 
evaluation of their living and working 
conditions to counteract with the truth 
the blasts from Moscow. 


DEATHS 


ALFRED L. SEARLE, 76, retired 
head of the income settlement depart- 
ment of Connecticut Mutual Life, died 











‘at his home in West Hartford. He had 


been with the company for 53 years 


prior to his retirement in 1945, He 
started as a clerk in the actuarial de- 
partment and became secretary to 


Vice-president William H. Deming. He 
assumed charge of the income agree- 
ment department about 1914 and became 
head of the income settlement depart- 
ment in 1936. 


BENJAMIN H. HILL, 51, member 
of the general counsel’s staff of New 
York Life, died at his home at Green- 
lawn, L. I. He had practiced law in 
Miami, Fla., before going to New York 
in 1930, where he had practiced for a 
= years before joining New York 

ife. 


ADOLPH C. VAN CURA, 59, retired 
district manager for Metropolitan at 
Chicago, died at his home in LaGrange 
Park, Ill. He had been with the com- 
pany at Chicago since 1915 and headed 
the Dearborn district for many years. 





MRS. ELIZABETH W. BOYD, mother 
of Morton Boyd, president of Common- 
wealth Life, died at the age of 82. 


ALEX EBERHARDT, 58, mortgage 
and loan representative of Equitable 
Life of Iowa at Minneapolis, died. He 
at one time was an agent there for 
Equitable Society. 


Court Stays Dissolution 


of Standard of Pa. 


PITTSBURGH — An injunction ob- 
tained by two minority stockholders 
caused postponement of a stockholders’ 
meeting scheduled for Monday to act 
on the dissolution of the company in 
on the dissolution of Standard Life of 
Pittsburgh. 

The plaintiffs are Harry Keller and 
James C. Brinton. Mr. Brinton is act- 
ing on behalf of a relative who has 
22/40 of one share out of a total of 
30,000 outstanding. The court required 
them to put up a $25,000 bond to 
guarantee against any loss occasioned 
by the suit. They have put up $10,000 
and have until Aug. 2 to put up the re- 
maining $15,000. 

The basis for the suit is not apparent 
since all business of Standard Life and 
all assets were transferred to Central 
Life of Illinois May 1, with approval 
of the Pennsylvania and Illinois depart- 


The court set Sept. 4 for a hearing. 


Mo. Employes Under SS 


JEFFERSON CITY, MO.—Missouri 
has entered into an agreement with the 
federal government making operative a 
recently enacted law extending federal 
old age and survivors’ insurance benefits 
to state employes. Missouri becomes 
the 15th state to take advantage of the 
1950 social security act amendments 
permitting such an extension. 

It is estimated that approximately 
18,341 Missouri workers are affected by 
the agreement. Cities, counties and 
other political sub-divisions may elect to 
come under the social security act. 

Contributions to the social security 
fund that may be available for the pay~ 
ment of benefits under proper conditions. 
are to be shared 50-50 by the state and 
the employes. The initial rate for em- 
ployes is 1%4% on the first $3,600 of 
their salary. 
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GENERAL AGENCY OPENING 
IN WISCONSIN 


with one of the old and well established billion dollar companies. 


A real opportunity for a capable field underwriter who has 
both the aptitude and the strong desire to enter the manage- 


Attractive training and financial arrangements for the man 
chosen. Every modern sales and training aid, together with 
salary plans, will be provided for the recruiting and training of 


Inquiries will be treated as strictly confidential. In reply please 


Address G-21, The National Underwriter, 175 W. Jackson Blvd., 
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CHANGES 





N. Y. Life Names 
Shean at Chicago 


New York Life has designated Wil- 
liam Shean district group supervisor for 
Chicago and northern Illinois. He will 
be assisted by Von Townsend and Clif- 
ford Johnson as group representatives. 

Mr. Shean has been regional group 
manager for Massachusetts Mutual at 
Chicago since 1946. He is a graduate of 
Loyola University of Chicago and in 
1942 entered group insurance in that 
city with Sun Life of Canada. Mr. 
Shean is chairman of the legislative 
committee and a director of Chicago 
Assn. of Life Underwriters. He served 
two terms as chairman of the group 
supervisors division of the association. 

Mr. Townsend has been a group man 
with Occidental at Chicago for three 
years. He entered the group field with 
Sun Life at Chicago five years ago. 

Mr. Johnson has been group represen- 
tative of Sun Life for Canada at Chicago 
for two years. He is a former air force 
pilot. 





Hallie R. Barnes has been appointed 
associate manager of the Liberty Life 
ordinary branch at Florence, S. C. 


Conn. Mutual Names 
Banker, Williamson 


‘Connecticut Mutual has appointed Ed- 
ward U. Banker general agent at 
Seattle, and Robert M. Williamson gen- 
eral agent at Rochester, N. Y. 

Mr. Banker succeeds Lloyd Silber- 
berger, who becomes assistant general 





R. M. Williamson 


E. U. Banker 


agent at Dallas. Since 1950, Mr. Bank- 
er has been general agent at ‘Rochester, 
N. Y. Previously, at Portland, Ore., he 
was awarded a trophy for distinguished 
supervisory work. He is a graduate of 
the L.I.A.M.A. management “school. 
For the past three years, Mr. William- 
son has been assistant general agent at 


Denver. He joined the company in 
1939 with the Williamson & Wellbe- 


loved agency at Chicago, founded by his 
father. Mr. Banker and Mr. William- 
son are navy veterans. 








Its 





A LEADER MUST ALWAYS LEAD 


Our fieldmen are now privileged 
to offer their prospects: 


FULL BENEFITS on 
JUVENILE INSURANCE 
FROM AGE ZERO 


To sell from a full portfolio, sell for 


he VULY NATIONA 


LIFE INSURANCE COMPANY, Cincinnati, Ohio 











Mr. Silberberger joined the company 
at Dallas in 1935. From 1942 to 1945 he 
was manager at San Antonio and in 
1945 general agent at Seattle. Mr. Sil- 
berberger is a past president of the 
Seattle Life Managers Club. 


D. O. Cramer Named 
Prudential Manager 
in Mountain States 


Prudential has appointed Donald O. 
Cramer manager of the mountain states 
agency, at Denver, 
succeeding Charles 
D. Jolly who re- 
quested relief from 
full managerial 
duties and will 
serve as associate 
manager. The 
agency serves 
Colorado, Wy- 
oming and New 
Mexico. 

Mr. Cramer prac- 
ticed law at St. 
Louis following 
graduation from 
the University of 
Missouri in 1930. He joined Prudential 
as an agent there in 1937. Promoted to 
assistant manager in 1940, he was 
named regional manager at the home 
office in 1946. Following establishment 
of the western home office in 1948, he 
was transferred to Los Angeles in a 
similar capacity. He was advanced to 
director of agencies in 1950. 

A past president of St. Louis Life 
Underwriters Assn. and St. Louis Life 
Insurance & Trust Council, Mr. Cramer 
also is a graduate of the L.I.A.M.A. 
school. 


O’Toole Named Philadelphia 
Group Manager for P.M. 


James B. O’Toole has been named re- 
gional group manager at Philadelphia 
for Pacific Mutual Life. He has been 
in a similar position at Newark. He 
will supervise the Philadelphia, Newark, 
Atlanta and Washington territories. 

Mr. O’Toole for seven years was with 
John Hancock at Baltimore, Worcester, 
Mass., and New York City. He has 
been with Pacific Mutual for nearly 
two years. 


Republic Nat'l Opens 
Texas, Illinois Offices 


Republic National Life has opened 
offices at Odessa, Tex., and Aurora, III. 
Of 14 offices established since the first 
of the year, three are in Texas, two each 
in Illinois, Kansas, Nebraska, and Lou- 
isiana, and one each in South Dakota, 
Arkansas, and Oklahoma. H. P. Wiman, 
for four years field man in the west 
Texas territory, has been named as- 
sistant manager at Lubbock. 








D. O. Cramer 





Bogardus to Paul Revere 


John O. Bogardus has been named 
general agent for Paul Revere Life and 
the Massachusetts 
Protective Assn. at 
Hartford, where he 
opens an agency 
for the companies 
this month. Mr. 
Bogardus joined 
Travelers in 1930. 
He has been gen- 
eral agent for Un- 
ion Mutual at Al- 
bany and Boston, 
and superintendent, 
northeast territory, 
Loyal Protective 
Life Recent- 
ly he was broker- 
age manager, Paul Revere Life, at Phil- 
adelphia. Mr. Bogardus is a past 
president of the Massachusetts Assn. of 
Life Underwriters and a past president 
of the Boston General Agents & Man- 
agers Assn, 


J. O. Bogardus 


To Pass on Advertising 


RALEIGH — Because of complaints 
from newspapers about advertising sub- 
mitted by insurers not licensed in North 
Carolina, Commissioner Cheek has an- 
nounced that he is developing a plan 
under which insurance advertising first 
would be cleared through his office. 

Mr. Cheek is considering permitting 
companies which clear their advertising 
through his office to use the tag line 

“Approved by N. C. Department oj 
Insurance.” He said he also is interested 
in determining that companies are ac. 
curately advertising their wares. 


Huff Regional Manager 


Commercial & Industrial Life has ap. 
pointed Leslie Huff regional agency 
manager with headquarters at Austin, 

ex. 

Mr. Huff previously was district man- 
ager for Fidelity Union Life. He en. 
tered insurance in 1937. 


Reliance Names Brennan 


Reliance Life of Pittsburgh has ap- 
pointed James R. Brennan manager at 
Nashville and middle Tennessee. Mr, 
Brennan has ranked among the com. 
pany’s Tennessee sales leaders. He 
joined Reliance in 1920. 








Raises Cunningham, Robertson 


Business Men’s Assurance has ap- 
pointed A. L. Cunningham district sw- 
pervisor at Ponca City for northern 
Oklahoma, and James O. ‘Robertson 
district supervisor at Topeka for north- 
eastern Kansas. 

Messrs. Cunningham and Robertson 
have been with the company two years, 
Both are veterans of the last war. 





WEST COAST 
OPPORTUNITIES 


VA 


i, TACOMA, WASH. 
Population: 142,975 
Gain 31% — 10 years 


Land of beautiful Mount Ranier, 
Tacoma is truly a land of oppor 
tunity. Ocean, mountains, pro- | 
gressive spirit. And real oppor 

Y tunities with West Coast Life. 


Wert Gast Lf 


INSURANCE COMPANY 





SAN FRANCISCO 





Fine Business Stationery 
is Watermarked 


me) aati: 


Say it on Fox River cotton-fiber paper, and it 
will always be there! Cotton-fiber assures per- 
manence for policies, special settlements, office 
forms, all vital correspondence. Hardest file- 
handling hardly shows. Stays white for years 

. «has that currency-feel that makes an impres- 
sion of stability. Ask your printer for bond, 
onion skin, or ledger samples . . . . or write 
FOX RIVER PAPER CORP., Appleton, Wisconsin. 

Makers of fine papers since 1883. 
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~ COMPANY MEN 


ACCIDENT 





Dean Resigns as Sales 
Chief of Great Northwest 


Cecil K. Dean has resigned as vice- 
president and director of agencies of 
Great Northwest 
Life of Spokane, as 
of Sept. 15. After 
a vacation trip to 
Canada he will go 
to Wichita and an- 
nounce his plans 
there. 

Mr. Dean joined 
Great Northwest a 
year ago, leaving a 
post as director of 
agencies at Dallas 
for Franklin Life. 
He was at one time 
executive vice- 
president of Rush- 
more Mutual Life of South Dakota. Be- 
fore that he was director of agencies of 
American National, general agent at 
Wichita for Penn Mutual Life and also 
general agent there for Bankers Life of 
Nebraska. He entered the business fol- 
lowing service in the first world war. 
He is a C.L.U. 


Cecil K. Dean 


John Hancock Promotes 
F. W. Campbell, V. D. O'Neill 


Frederic W. Campbell has been ap- 
pointed an associate actuary of John 
Hancock and Vernon D. O'Neill has 
been elected an assistant secretary. Mr. 
O’Neill is also assistant manager of the 
industrial policy department. 

Mr. Campbell, who joined the com- 
pany in 1914, has been an assistant ac- 
tuary. He is a graduate of Dartmouth. 

He served as director of research in 
the Insurance Accounting & Statistical 
Assn. for three years. 

Mr. O’Neill, an administrative assist- 
ant on the industrial staff before his 
promotion, has been with the company 
since 1931. He is a graduate of Boston 
and Northwestern universities. 


McCreary Retires After 56 
Years With Aetna Life 


Ralph W. McCreary, agency secre- 
tary of Aetna Life, has retired after 
nearly 56 years with the company. His 
health has been impaired for some 
time. 

Mr. McCreary joined Aetna as a ste- 
nographer and after navy service in the 
Spanish-American war transferred to 
publicity work. In 1902 he started work- 
ing with the agency secretary, handling 
general agency contracts, and was large- 
ly responsible for the creation and ad- 
ministration of the company’s system of 
uniform contracts, expense allowances, 
agency production and cost records, 
etc. He was named assistant secretary 
in 1925 and agency secretary in 1936. 


Van Newkirk Is Named 


Fred Van Newkirk has been ap- 
pointed manager of the ‘New England 
regional office of the Ohio Farm Bureau 
insurers. This division has been con- 
ducted as a pilot unit at the head office 
for the past year and it will be moved 
out to location this fall. However, just 
where that location will be in New Eng- 
land has not yet been determined. Mr. 
Van Newkirk has been manager for 
Pennsylvania claims at Harrisburg. 


Peterman Made A. & H. Head 


W. R. Peterman has been appointed 
manager of the A. & H. department of 
Western Reserve Life. He formerly 
was director of the policyholders’ de- 
Partnent. 


Fitzwilliam to N. E. Mutual 


New England Mutual has appointed 
Robert J. Fitzwilliam as attorney. Mr. 
Fitzwilliam was in the navy and grad- 
uated from Yale. law school in 1946. In 
1947 he joined the law department of 





New York Life in the trial division. 





Discuss Hospital Blanks 


The executive committee of Texas 

Assn. of A. & H. Underwriters met at 
Austin. Included on the agenda was 
discussion of uniform blanks for hospital 
and physician reports to A. & H. in- 
surers. Emerson Davis, Inter-Ocean, 
Dallas association president, stated that 
the association has been in contact with 
hospital representatives in an attempt to 
settle on a uniform blank. 
_ The matter of keeping A. & H. agents 
free from the social security law also 
was considered. It was brought out 
that company policies on renewals were 
the reason that many life agents have 
asked to be placed under the law. 

Maynard Shearer, Occidental Life, 
Dallas, was named general chairman of 
the annual sales congress to be held in 
December. It is yet to be decided in 
which cities the congress will be held. 





Ga. Hospital Rates Upped 


United Hospitals Service Assn. has 
petitioned Commissioner Cravey of 
Georgia for increases in hospitalization 
Insurance rates. 

The family rate for private accom- 


modations would be increased from 
$2.80 to $3.35 per month and the same 
rate for ward subscribers would be 
upped from $2.25 to $2.75. Subscribers 
dues would be raised 25 cents to $1.35, 
and 30 cents to a $1.35 for a dependent 
spouse of the original subscriber. 


Signs Wis. A. & H. Law 


MADISON—Gov. Kohler of Wiscon- 
sin has signed the new standard provi- 
sions law for A. & H. policies that is 
part of the uniform program of Na- 
tional Assn. of Insurance Commission- 
ers. 





Form Assn. at Austin 


Austin, Tex., Assn. of A. & H. Un- 
derwriters has been formed there.’ Jack 
Sucke is president, Noble Doss, Massa- 
chusetts Protective and Paul Revere 
Life, vice-president; Allen Cain, Austin 
Life, secretary. 





Names Conn. Study Committee 


Gov. Lodge of Connecticut has ap- 
pointed a committee to draft an off- 
the-job sickness and disability insurance 
law for submission to the 1953 general 
assembly. 

Lodge said the committee would con- 
sult with representatives of organized 
labor, management and insurance. 


Coroner's Suicide Verdict 
Held Inadmissible Evidence 


Ohio supreme court has held that a 
suicide verdict rendered by a coroner 
is not admissible evidence in certain 
civil actions. 

The ruling reversed decisions of lower 
courts at Cincinnati, which had admitted 
the coroner’s verdict in a double in- 
demnity insurance case brought by 
Mrs. Erma E. Carson of Norwood 
against Metropolitan Life. She was 
beneficiary under two policies held by 
her husband. 

Metropolitan refused double liability 
because in the policies there was a 
clause banning such payments in the 
event of self-destruction. Mrs. Carson 
claimed that the coroner’s verdict was 
opinion not facts. The supreme court 
held there were no witnesses to the act 
of self-destruction, so it was not proved 
that the decedent took his life. 





Keith Returns to Group Field 


State Mutual Life has designated 
Lincoln B. Keith group representative 
at Atlanta. Mr. Keith is a graduate of 
Harvard law school and was with the 
group department of Travelers before 
entering the navy. He has been in the 
retail clothing business recently. 








of a forced liquidation. 


says, “The Company’s new 


HOME OFFICE: 
NEWARK, N. J. 


WESTERN 





Bob Crossett, Prudential man who sold this $40,000 plan 


The Ownership Control Plan, helped more than anything 
else to sell this case. It was one of the easiest sales I ever 
made, although my first business insurance case. 


The above facts are based on an actual case in our 
files, but of course, true identities are not disclosed. 


THE PRUDENTIAL 


INSURANCE COMPANY OF AMERICA 


A mutual life insurance company 


CANADIAN HEAD OFFICE: 


LOS ANGELES, CALIF. TORONTO, ONT. 


Prudential Security Plans Sell Because They Serve 


ET SET eT SETS CTT 


A Prudential partnership plan assures John Evans and Howard Tydings that their business 
will continue even if one of them should die, Each is insured for $20,000 payable on death to 
the other partner. If one should die, the surviving partner would have the cash to buy out his 
share. In addition, the family of the deceased partner would be protected from the hardships 


SE 








business insurance sales kit, 





You'll find The Ownership Con- 
trol Plan an effective sales tool 
in handling every type of busi- 
ness insurance case. For details, 
write to The Prudential, New- 
ark, N. J. 
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Registered Life Protection 


Republic National 


Life Insurance Company 


Theo. P. Beasley, President Home Office: Dallas 


Life insurance in force exceeds $330,000,000.00 
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L.A. Convention Schedule Is Given 


(CONTINUED FROM PAGE 1) 





will present a question and answer 
forum with a panel of 10 leading women 
agents who will undertake to answer all 
types of questions concerning life insur- 
ance that are submitted by the guests. 


SIGHTSEEING 








Principal speaker for the luncheon 
program of the Life Underwriter Train- 
ing Council will be a prominent edu- 
cator and economist, and who is presi- 
dent of one of the leading colleges on 
the Pacific Coast. Wednesday afternoon 
will be left open for sightseeing, enter- 
tainment and relaxation. 

_That evening there will be the annual 
dinner and conferment exercises of the 
American College and the American ‘So- 
ciety of C.L.U. 

What is certain to be one of the big 
drawing cards of the entire convention 
week is also scheduled for Wednesday 
evening at the Hollywood Bowl, when 
the Los Angeles Life Underwriters 
Assn. will act as co-hosts with United 
Cerebral Palsy Assns. for a top-flight 
show headed by comedian Bob Hope. 
Mr. Hope will introduce a long list of 
“name” entertainers who will take part. 
This show will be a benefit performance 
for the Cerebral Palsy Fund, of which 
Bob Hope is co-chairman with Kate 
Smith, the singing star. 


Additional Entertainment 


In addition to this entertainment, Los 
Angeles plans a number of automobile 
tours of the fabulous south coast coun- 
try, special teas and fashion shows for 
women guests and wives attending the 
convention, and other interesting fea- 
tures. 

Convention headquarters will be in 
the Biltmore, and convention sessions 
will be held in the Philharmonic Audi- 
torium, which is less than 250 feet from 
the Biltmore. 

Thursday morning state and local ex- 
ecutive secretaries will meet in a day- 
long session. 

That morning the ever-popular annual 
national sales seminar will get under 
way with an all-star cast of five life in- 
surance sales authorities. 

The annual meeting of the general 
agents and managers will be concurrent 
with the sales seminar. This will be a 
meeting of first importance, with the 
formation of the new general agents and 
managers section the election of section 
officers. A luncheon of the general 
agents and managers group will follow. 


Women Agents’ Luncheon 


The women agents’ luncheon will 
also be on Thursday. Elsie Doyle, 
Union Central, Cincinnati, chairman of 
the group, has announced that two top 
ranking women producers and a popular 
movie actress will be featured speakers. 
_ Thursday afternoon the national coun- 
cil will re-convene for its second and 
final session, when the election of offi- 
cers and trustees will take place. Imme- 
diately thereafter, the council will be 
called into a convention business ses- 
sion. 

Also scheduled for Thursday after- 
noon is the annual seminar on chapter 
activities, conducted by the American 
Society of C.L.U. 


gram Friday will bring together all the 
officers, trustees, and delegates. Lester 
O. Schriver, Aetna Life, Peoria, past — 
president of N.A.L.U., will be the fea- 


tured speaker. Presentation of the John 3 
award for © 


Newton Russell memorial . 
1951 will also be made at the luncheon. © 
Saturday morning the new N.A.L.U. © 


board will meet in executive session. # 


Urges Early Reservations 


General Chairman Page urges that all 
those planning to attend the Los An- 
geles convention make their hotel reser- 
vations without delay. Requests should 
be addressed to Frederick A. Schnell, 
chairman, hotel reservations committee, 
Chamber of Commerce Convention 
Bureau, 1151 South Broadway, Los An- 
geles 15, Cal. 


Chairmen of other principal local 
committees are: finance, W. L. Murrell, 
Mutual Benefit Life; entertainment, 


Robert A. Brown, Jr., Pacific Mutual; 
attendance, Russell L. Hoghe, Equitable 
of Iowa, and George M. Scott, manager, 
Metropolitan; registration, Clayton 
Schaefer, Great-West Life; C.L.U. 
George N. Quigley, Jr., Manufacturers; 
president’s ball, Walter J. Stoessel, Na- | 
tional of Vermont; publicity, Robert L. 





Woods, Massachusetts Mutual;  hos- 
pitality, W. Thomas Craig, Aetna; 
ticket sales, John F. Hackman, Lincoln 
National; women. guests, Frances 
Nowell, Massachusetts Mutual; ser- | 
geant-at-arms, William H. Siegmund, | 
Connecticut Mutual; women agents, | 


Mary LaBella, Manhattan Life. 
Getting Advance Registrations 


The registration committee is putting | 
on a special effort to get agents, particu- © 
larly in the west, to register in advance © 


WANT ADS 


Rates $12 per inch per insertion—linch mini- 
mum. Limit—40 words per inch. Deadline Tues- 
day noon in Chicago office — 175 W. Jackson 
Bivd. Individuals placing ads are requested to 
make payment in advance. 
THE NATIONAL UNDERWRITER 
Life Insurance Edition 


Lac BREST 














PASADENA OFFICE SPACE || 


Office space available in Class "A" building on 
most important corner in Pasadena. From 200 to 
20,000 square feet. Parking. Write T. D. Rogers, 
9014 Wilshire Bivd., Beverly Hills, California. 


EOE BRB TRET 








WANTED 


Unusual opportunity for man 30 to 35 with 
college education and thorough background in 
life insurance. Must be able to express him- 
self well in both written and oral forms. At- 
tractive salary. All replies held confidential. |» 
Address G-27, The National Underwriter, 175 i 
W. Jackson Blvd., Chicago 4, Ill. k 








AGENCY SUPERVISOR 


Wanted by a small progressive Life Company 
to develop and train agents in Illinois. Plans 
on entering Health and Accident Field. An 
excellent opportunity for the right man. Com- 
pensation based on Salary, Traveling Expenses 
and Bonus. Address G-29, The National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Ill. 








COMPANY DINNERS 


Early that evening, the many com- 
panies which will be represented have 
planned dinner parties. These will be 
followed by the president’s reception 
and ball at the Biltmore. 

On Friday morning at the final gen- 
eral session will be the American Col- 
lege hour, and the Million Dollar Round 
Table hour. A prominent utility execu- 
tive will be featured on the former sec- 
tion of the program, while the speakers 
for the latter section will be announced 
later. 

The annual fellowship luncheon pro- 





HOSPITAL MAN AVAILABLE 


Five years exp. in sales promotion of group A & H, 
life; some indiv. hosp., H. Also some other 
casualty knowledge. Present position limits future 
opp. Have fine working acquaintance with general 
brokers in Chzo. area. Desire managershin or oD- 
portunity in good sound Co. or age Available 
Aug. 15. Married, 30, draft exempt. Address G-35, 
The National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, IM. 








GENERAL AGENCY WANTED 


General Agent, presently employed, wants General 
Agency, territory State of Minnesota. Twenty years 
experience Life, Sickness and Accident Insurance. 
Must have attractive contract for agents. Prefer 
company writing Sickness and Accident along with 
Life Insurance. Address @-36, The National Under- 
writer. 175 W. Jackson Blvd., Chicago 4, III. 
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and thus avoid congestion at the desks 
on the opening day. The response has 
been excellent. 

Eastern people who have not been to 
California may wonder what kind of 
clothes to bring. Mr. Trueblood’s ad- 
vice is to dress as if for warm summer 
weather at home. 

“California people dress very infor- 
mally most of the time,” he said. “Sports 
clothes are acceptable most places in the 
daytime, and at night, too, for that mat- 
ter. White evening coats are worn for 
formal parties, and. the ladies will know 
what to bring. It gets a wee bit warm 
in Southern California in September, al- 
though the nights will be cool and com- 
fortable. 


N. Y. Department Eyes Union 
Welfare, Pension Funds 


A story in the New York Telegram 
and Sun this week stated that steps 
have been taken by the state insurance 
department that may lead to its super- 
vision and control of welfare and pen- 
sion funds controlled by unions. 
Superintendent Bohlinger has ordered 
investigators to check the status of 
some of the larger funds. Over objec- 
tions from some unions, the checkers 
are said to have completed their first 
report. 

Though declining to elaborate on the 
World Telegram story, the department 
did not deny it is making such an in- 
vestigation. Presumably its purpose is 
to determine if these funds are being 
properly used and administered. The de- 
partment apparently believes it has 
enough authority to make the investiga- 
tion and to take steps to correct any 
abuses it may find. 


Dr. J. M. Livingston, medical director 
of Mutual Life of Canada, has been 
elected president of Canadian Assn. of 
Life Insurance Medical Officers. 


Insurance Costs Hang in Balance 


(CONTINUED FROM PAGE 1) 





would be equal to half the sum of the 
above two taxes. He said this plan 
would yield not much less revenue than 
the stop-gap plan, but more than the 
614% rate. 





NEXT HEARING JULY 26 





The committee has scheduled for 
hearing July 26, Henry S. Moser of All- 
state Ins. Co. of Chicago. 

Representing 229 companies, Mr. 
Adams stated the flat rate proposal is 

“the most simple, practical and equi- 
table solution of the tax situation,’ 
which would yield four times the war 
tax of 1943 and $125 million revenue in 
1951 and 1952 operations, or more than 
contemplated under the stop-gap plan in 
the House revenue bill, compared to $43 
million for 1949 operations at the cor- 
porate tax rate of 38%, $75 million for 
1950, based on an average rate of 42%. 
The corporate tax rate in the House 
bill is 52%. 

Mr. Adams read a 14-page statement 
and answered many committee ques- 
tions. Under the House bill, he said, 
all companies would get a deduction of 
88% and pay corporate tax on 12% of 
income, which would be equivalent to 
64% of net investment income, 


Tax on Accident, Health 


Besides recommending the flat 614% 
rate on life companies for the future, 
Mr. Adams proposed that the accident 
and health business of life companies 
be taxed “at a level comparable to that 
provided in the current act.” 

If Congress should prefer to levy the 
going corporate rate on a fraction of 
net investment income, as for example, 
a 52% rate on 124%4% of net investment 


income, Mr. Adams said that “would be 
entirely acceptable to the life insurance 
business and in fact, would be greatly 
preferred by some of our most thought- 
ful leaders.” 

In conclusion, he said he recognized 
that his proposal is a “pragmatic ap- 
proach to a recurring and vexatious 
problem,” but said the Treasury has not 
come up with a suggested permanent 
solution. He and other speakers point- 
ed out adoption of the 642% proposal 
this year need not interfere with some 
other plan later on. 

In response to questions by Senator 
Byrd, Mr. Adams explained the secre- 
tary’s ratio formula. Byrd brought out 
that a majority of companies had rec- 
ommended the stop-gap law. Answering 
Senator Millikin’s question on what the 
objections are, the witness said: 


Incentive Not to Strengthen 


“If my company, which started out 
on a 32% basis, feels that is not con- 
servative enough and we increase our re- 
serve we automatically increase our tax 
under this formula. If you put it on 
an individual basis, there is strong in- 
centive not to strengthen reserves be- 
cause you pay more taxes.” 

When a committeeman remarked 
about “inconsistency” of the compa- 
nies’ positions, Mr. Adams was remind- 
ed of his old friend, former Senator 
Jim Watson of Indiana, who said, “Suf- 
ficient unto the day is the consistency 
thereof.” 

He said that more companies favor 
the flat rate plan than favored stop-gap. 
The Northwestern Mutual has joined 
the association, he pointed out, though 
formerly a dissenter. The new formula 
had its origin partly in the finance com- 
mittee room, Mr. Adams said, referring 


to Millikin’s criticism of stop-gap last 
year. 

“T not only criticized it, 
Millikin. “I opposed it.” 

When Senator Hoey wanted to know 
what percentage of the companies rec- 
ommend the new plan, Mr. Adams re- 
plied “99% of the insurance in force.” 


“MAXIMUM AMOUNT” 


” 


remarked 








In his prepared statement Mr. Adams 
said: “I know of no business upon 
which the preparedness taxes of 1951 
will exceed the war taxes of 1943 by 
such a margin. The 6%% rate was ar- 
rived at because it would produce about 
the same revenue as the present bill for 
the current year and it would. produce 
the maximum amount which we believe 
the companies should be called upon to 
pay with due regard to their gttaranteed 
commitments to 83 million policyhold- 
ers.’ 

The unusual.nature of life insurance 
receipts as a basis for taxation was 
cited by Mr. Adams, who said: “Pre- 
miums are deposits by policyholders and 
not income. They consist of three ele- 
ments. They are the cost of mortality, 
a charge for expenses, and a discount 
for anticipated interest. If mortality ex- 
perience is more favorable than the 
death rate assumed, the actual charge 
against the premium is correspondingly 
less and the difference is returned to 
the policyholder. The payment is not 
a profit. It is a refund. The policy- 
holder simply receives the unused por- 
tion of his own premium. No profit ac- 
crues to anyone on this transaction.” 


Tax on “Orphan’s Pittance” 


Mr. Adams further said that “when 
you tax life insurance companies you are 
not taxing the profits of trade, nor are 
you taxing rich corporations. You are 
taxing the orphan’s pittance, the widow’s 
mite and the slender competence of the 
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A WELL-BALANCED COMPANY 


improves performance 


In Life Insurance, the fine 
balance of past history, 

present progress and future 
objectives is essential to 

outstanding achievement. 


Fidelity is a well-balanced 
company. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA « PENNSYLVANIA 


















will gather o! 


Bigwin Inn 


IN CANADA 


IN SEPTEMBER 


Agency inquiries should be 
addressed to the agency 
secretary 
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MUTUAL TRUST'S sales 


conferences and train- 


a 


oe 


a 


ing schools are held 
throughout the year. 


Fieldmen are thus kept 


- 


informed on the latest 
sales developments and 
they are able to ex- 
change ideas. At Bigwin 
Inn, Production Club 
winners will prepare for 
further increases in sales 


this fall. 


MUTUAL TRUST 


LIFE INSURANCE CO. 
HOME OFFICE « CHICAGO 





Nothing Better in Life Insurance 






aged and the infirm. All taxes levied 
will ultimately be borne by the policy- 
holders. The load will fall upon the 
modest savings of plain people. They 
are the savers of the nation, the bone 
and sinew of America. However, they 
bid fair to become the forgotten people 
at the bottom of the economic pyramid.” 

Mr. Schmuck of Acacia Mutual filed a 
13-page statement from Acacia’s presi- 
dent, William Montgomery. In addi- 
tion to his contention that tax should 
be imposed on an individual company 
basis, he argued that “free investment 
income is the only sound and proper tax 
base” for mutual companies; that total 
net income is the only proper basis for 
taxing mutuals, while stock companies 
should be taxed on a total net income 
basis. 


Montgomery’s Conclusions 


The Montgomery statement discussed 
the problem and Acacia’s position, the 
stop-gap formula, the flat tax, and the 
modified stop-gap formula referred to 
above. It concluded with this sum- 
mary: 

“1, The inherent unsoundness and in- 
nate inequities of the stop-gap formula 
have been demonstrated by the results 
of its application to the 1949 and 1950 
income tax liability of the life insurance 
companies. The formula has been aban- 
doned by its original advocates. 

“2. The proposed flat tax formula is 
more arbitrary than the stop-gap for- 
mula and is at least equally unsound 
and inequitable in its result. However, 
the proposed modification under this 
formula for the benefit of the companies 
which do not earn or barely earn their 
required policyholder interest is a recog- 
nition by the averaging method advo- 
cates that at least some effect must be 
given under the tax law to the actual 
experience of individual companies in 
determining their’ tax liabilities. This 
proposed modification, while properly 
tending to reduce the inequities of the 
flat tax proposal, is inadequate and in- 
complete. 

“3. The proposed modification of the 
stop-gap formula is a more reasonable 
and more equitable formula, for pur- 
poses of temporary legislation, than 
either the stop-gap formula in its pres- 
ent form or the proposed flat tax 
formula. 

“4, The only sound, fair and reason- 
able basis for permanent taxation of 
life insurance companies, consistent with 
the general provisions of the income tax 
laws, is to impose the tax upon each 
company upon the basis of its own in- 
dividual operating experience, without 
averaging or any other artificialities.” 


ORAL STATEMENT 








Mr. Schmuck made a long oral state- 
ment, during which he was questioned 
considerably. He pointed out the com- 
panies last year generally supported 
stop-gap, which they now oppose. 

Byrd commented upon the change of 
position and inquired about the possi- 
bility of another change. Mr. Schmuck 
answered that changing economic con- 
ditions might result in as much dissat- 
isfaction with a flat tax as with stop- 
gap. 

Millikin asked if a flat tax were adopt- 
ed could inequities be taken care of by 
special relief exemptions. Mr. Schmuck 
said no. 

When Byrd asked what the largest 
company would pay under stop-gap, 
Mr. Schmuck said Acacia would pay 
about $457,000, compared to about half 
that under the company-by-company 
plan. Byrd suggested the individual 
basis would yield more money than the 
flat 644% plan. Mr. Schmuck replied 
that the latter, in effect, would “impose 
a freezing of the Secretary’s ratio.” Flat 
rate “has no reason,” he declared, “ex- 
cept to give a preferential tax position 
to some companies.” For the first time, 
he said, Mr. Adams has given recogni- 
tion to the burden that would be im- 
posed upon some companies on the flat 
rate basis. 

After Mr. Schmuck had proposed the 


compromise idea referred to above and 
concluded his statement, former Senator 
Lucas declared that “sooner or later 
Congress will have to recognize the 
principle of taxing the life insurance in- 
dustry on a company-by-company basis, 
and discontinue the averaging stop-gap 
formula, which the protested is “unfair 
and unsound.” Acacia has been advo- 
cating that principle for 30 years, Mr, 
Lucas said, and the Treasury and the 
committee staff should consider it in 
studying permanent legislation. It 
“should not happen again,” said Mr. 
Lucas, that life companies pay no taxes 
for two years. 

Mr. Lloyd opposed the stop-gap plan 
on several grounds, declaring it “al- 
most wicked.” He said “we thought we 
had no chance of getting an exemp- 
tion” for a company that did not earn 
its interest. At one time, he said, his 
company proposed approximately what 
Mr. Schmuck had recommended, but 
that was “half bad.” It now supports 
the flat rate proposal. 

Millikin asked a number of questions 
about taxation of mutual companies, 
saying “there is really no income prob- 
lem present in the case of a pure mu- 
tual.” 

Mr. Lloyd replied that Union Cen- 
tral, being in process of mutualization, 
is no longer strictly a stock company, 
and has not yet gone mutual, so he is 
in a neutral position, and stock com- 
panies write participating insurance, so 
that the companies are not “all sheep 
or goats.” 


Defects in Stop-gap Plan 


In his prepared statement Mr. Lloyd 
opposed the stop-gap measure on these 
grounds: It levies taxes upon the basis 
of an artificial, unrealistic and discrimi- 
natory formula; the tax it develops does 
not and cannot reflect the operational 
result of the company to be taxed; it 
would, over the years, produce taxes so 
unconscionably high as to be confisca- 
tory of the capital contributions of the 
policyholders; it would bring about taxes 
so heavy upon some companies as to 
constitute a confiscation of portions of 
funds paid by policyholders as_pre- 
miums, and it is a temporary measure 
and does not meet the urgent needs of 
the life insurance business for a perma- 
nent form of taxation, ending the un- 
certainties now making management dif- 
ficult. 

The proposed 614%4% flat tax on net in- 
vestment income was endorsed by Mr. 
Lloyd because it is applicable to the 
operation of each company and is simple 
to understand and easy to apply; it 


eliminates the industry-wide averaging | 


process; it enables each company to 
estimate its tax liability in advance and 
adjust operations; it will produce slight- 
ly more revenue in 1951 than is pro- 
vided for in H.R. 4473, which extends 
the stop-gap plan, and the amount will 
continue to grow automatically and 
steadily through the years. 


“END UNCERTAINTIES” 








“We urge you to put an end to the 
uncertainties of temporary legislation,” 
Mr. Lloyd told the senators. “Four years 
is too long for the unknown to be the 
normal in as important a matter as 
taxes. Life insurance companies should 
not be left to wander in the wilderness 
of the stop-gap.” 

Mr. Woods said he considered he rep- 
resented the small companies and he 
considered Acacia a large company, 
whereas Volunteer State is “nowhere 
near $1 billion.” He opposed continu- 
ance of stop-gap and supported 614% flat 
rate. He termed essential two provi- 


sions in the 61%4% plan beneficial to } 


small companies. One provides for in- 
corporation of a surtax income credit 
comparable to the $25,000 credit ap- 
plicable to corporations generally. The 
other would provide relief in substantial 
reduction of tax of a company having 
difficulty earning net investment income 
in excess of its reserve interest require- 
ments. : 
Mr. Woods opposed any suggestion 
that different tax formulas be applied to 





Mr. Li 
would m«¢ 
total taxe 
to about 
cost of ins 
ever, he 
beyond w 
be asked | 

He opp« 
the taxati 
so-called | 
the Schmi 
Mr. Lintc 
increased 
Mutual w 

When \ 
his sugges 
pany may 
a compan: 
come to | 
should not 
cated that 
but it wou! 
companies 


No Incom 


“Outside 
continued 
less there 
business tl 
not taxing 
am wonder 
profit, no t 
this tax fo: 
time limit 
after which 
“T am ft 
concluded, 
very well.” 
Mr. Lint 
something 
line of thin 
proposed n 
time taxati 
“we are pz 
and need m 
the Treasu 
flat rate prc 
Mr. Lint 
would like 
with the id 
veloping a { 
“There is 
idea of ‘pe 
mented Mil 
tion changit 
country can 


Thomas ( 
manager at 
Reserve Lif 
bright who 
as a persone 


Billy, ] 


The thr 
livans that a1 
hers of Nat 
Assn. of Ir 
Commissio: 
Viewed at r 
NALC. con 
a Swamp 
8.2 
W.A.Sul! 
state of Wash 
Dennis Sulli 
Massachusetts 
Frank Sulli: 
s, the nt 


ident of N.A 











pports 


2stions 
panies, 

prob- 
e mu- 


Cen- 
zation, 
ipany, 

he is 
com- 
ce, so 
sheep 


Lloyd 
these 
- basis 
crimi- 
s does 
tional 
ed; it 
ces SO 
ifisca- 
of the 
taxes 
as to 
ns of 

pre- 
-asure 
ds of 
erma- 
e un- 
it dif- 


et in- 
y Mr. 
o the 
imple 
ly; it 
aging 
1y to 
— 
light- 
- pro- 
tends 
t will 

and 


o the 
tion,” 
years 
e the 
er as 
hould 
rness 


e rep- 
id he 
pany, 
where 
ntinu- 
Jo flat 
or ovi- 
al to 
or in- 
credit 
t ap- 

The 
antial 
aving 
come 
quire- 


2stion 
ied to 


July 20, 1951 


LEFE INSURANCE EDITION 


17 








stock and mutual life companies, as he 
said it “could sound the death knell of 
stock life insurance and lead to the con- 
centration of the business in the hands 
of mutual companies.” 

Mr. Linton said the 62% flat rate 
would mean his company would have 
total taxes, including state levies, equal 
to about $5 out of every $100 of net 
cost of insurance to policyholders. How- 
ever, he favored it, but as “the limit 
beyond which life insurance should not 
be asked to go.” i 
He opposed as “dangerously unsound 
the taxation of a company’s individual 
so-called free or excess interest. Under 
the Schmuck proposal, it was indicated, 
Mr. Linton’s company’s tax would be 
increased $600,000. At 612%, Provident 
Mutual would pay $1,300,000 tax a year. 
When Millikin brought forward again 
his suggestion that a true mutual com- 
pany may not be taxable, and that if 
a company does not make enough in- 
come to meet reserve requirements it 
should not pay taxes, Mr. Linton indi- 
cated that theoretically that might be so, 
but it would be bad psychology for some 
companies not to pay. 


No Income, No Tax 


“Outside of the insurance business,” 
continued Millikin, “tax is not paid un- 
less there is income. In the insurance 
business there are several reasons for 
not taxing where there is no profit. I 
am wondering how the principle of ‘no 
profit, no tax’ could be incorporated into 
this tax formula. How about putting a 
time limit on this proposed exemption, 
after which this formula would apply? 

‘IT am thinking out loud,” Millikin 
concluded, “and probably not thinking 
very well.” 5 

Mr. Linton admitted there might be 
something to be said in favor of that 
line of thinking. When he spoke of the 
proposed new tax as higher than war- 
time taxation, Millikin reminded him 
“we are paying the cost of two wars 
and need more revenue.” He asked what 
the Treasury’s attitude is toward the 
flat rate proposal. 

Mr. Linton replied the department 
would like to have stop-gap continued 
with the idea of further study and de- 
veloping a permanent plan a year hence. 
“There is considerable illusion in the 
idea of ‘permanent’ legislation,” com- 
mented Millikin, with the world situa- 
tion changing so that Congress and the 
country can’t see very far ahead. 





Thomas Crosson has been appointed 
manager at Lubbock, Tex., for Western 
Reserve Life succeeding Edward Ham- 
bright who will remain with the agency 


fas a personal producer. 


Non-Medical Shows 
Popularity Rise 


Insurance written on the non-medical 
basis is becoming increasingly popular, 
an analysis just made by Equitable 
Society indicates. This survey shows 
that 50% of Equitable’s policies and 
24% of the total amount of insurance 
issued and paid for in 1950 were on a 
non-medical basis. 

The trend is toward larger amounts 
of life insurance coverage on individuals, 
the analysis showed. The proportion of 
policies paid for with face amounts of 
more than $5,000 rose to 235 per 1,000 
in 1950 from 202 per 1,000 in 1949. 

Among the significant factors shown 
up in the survey was that 81.7% of the 
policies for less than $2,500 paid for at 
issue ages 45 or less were written non- 
medically. For all ages, the proportion 
was 77.3%. In the range of policies for 
amounts from $2,500 to $5,000 inclusive, 
53.8% of the policies at age 45 or less 
were issued non-medically. 


Korean War’s Effect 


The Korean situation, according to 
Equitable, had a significant effect on 
the age distribution of paid business. For 
several months after the outbreak of 
hostilities, men of military age increased 
their purchases and from July through 
October, 1950, the age range 16-25 ac- 
counted for 25.8% of policies written. 
For the year as a whole, 34.3% of the 
male policies paid for fell within the 
15-29 age range compared with 32.9% 
in 1949. 

The proportion of total paid-for 
policies issued on female lives fell from 
24% in 1949 to 22% in 1950. By amounts 
the ratio fell from 12% to 10%. 

Average age at issue has changed 
only slightly over the past five years, 
since juvenile insurance became widely 
popular. For males, the average age at 
issue was 29.8 years, and when adjusted 
for number of policies paid-for is iden- 
tical with the corresponding figure for 
1937. The increasing importance of 
juvenile policies on female lives, how- 
ever, has lowered the average age by 
policies for females from a high of 27.9 
years in 1940 to a low of 20.6 years 
in 1948, from which it rose to 21.1 in 
1949 and 21.6 in 1950. 


Opens Spokane Agency 

Bankers Life of Nebraska has opened 
a new general agency at Spokane, 
Wash., with Eugene Ballantyne as man- 
ager. Mr. Ballantyne has been with the 
company at Fresno, Cal. 
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N.Y. Assessment Fixed 


The first annual assessment to main- 
tain the special fund in New York for 
disability benefits will be at the rate 
of about 5 cents per $100 of covered 


payrolls, Mary Donlon, chairman of the 
workmen’s compensation board, has 
notified insurers, self-insurers and the 
state insurance fund. The rate is a little 
more than $1 for each $2,000 of pay- 
roll. 
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If you’ve sweated out many sessions trying to fit a 
“round peg” Family Income duration into a ‘square hole” 
estate requirement, you’ll appreciate the flexibility of Manu- 
facturers Life Family Income arrangements. No matter what 
the situation calls for—any duration—10, 11, 12 up to 25 
years, or to age 65—we’ll issue a Single or Double Family 
Income Benefit to fill it. (Substandard too !) 


This is just one of the many features of the Manufact- 
urers Life’s wide range of contracts and underwriting facilities. 
Consult us whenever a specialized brokerage and surplus 
service would help you solve a problem. . 


Branch Offices in the Following Cities 


Baltimore Detroit 
Chicago Hartford 
Cincinnati Honolulu 
Cleveland Lansing 


Los Angeles Portland 
Newark Saginaw 
Philadelphia San Francisco 
Pittsburgh Seattle 


Also licensed in the Dist. of Columbia, Arizona, Delaware and Idaho. 
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COMPANY FIRST... THEN 


THE 


MANUFACTURERS 
INSURANCE Bias COMPANY 





of the Low Net Cost. 











An Old Line Company with an outstanding Record 


Ins. in Force December 31, 1950—$223,276,545. 
Agency Openings for Lutherans in 21 states. 


LUTHERAN MUTUAL LIFE INSURANCE COMPANY 


Waverly, lowa 
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ASSOCIATIONS 


See Success Story Film 





The “Bettger Story” film, produced 
from Frank Bettger’s book, “How 
Raised Myself from Failure to Suc- 
cess,” was shown at a meeting of San 


Antonio Assn. of Life Underwriters. 
The film relates how Mr. Bettger, a 
failure at the age of 29 in baseball, be- 
came discouraged after 10 months in 
life insurance without appreciable 


achievement. He came to realize that to 
be successful in selling insurance he 
would have to see more people, be en- 
thusiastic in his greeting and presenta- 
tion, and constantly strive to improve 
his personality, knowledge and_tech- 
nique. He accomplished this by listing 
13 things he considered necessary for 
success and devoted a full week to each, 
beginning the series over after 13 weeks 
elapsed. 

A report on the annual meeting at 
Galveston of the Texas association was 
given by W. ‘R. Lyman, Equitable So- 





PROTECTION 


2 See 





The oe Sains W.Va. hihhias uukell had ; 
among all Pilot agencies in '50. Denver Bird, General 
Agent, is an outstanding agency manager who 
de thee 4 


a ee 19 0 3 





fits of Pilot's Cooperative 





Agency Building Plan in helping General Agents 


establish efficient, productive organizations. 


} & Drtel Life FInsuvance Company 





GREENSBORO « 
O. F. Stafford, President 


NORTH CAROLINA 


ciety, president. New state officers at- 
tending the meeting were G. Archie 
Helland, Connecticut Mutual Life, presi- 
dent, and C. E. Wood, Franklin Life, 
regional director. 


South Carolina Agents Elect 
Hudson, Henley, Sisson 


South Carolina State Assn. of Life 
Underwriters has elected as president 
J. Harold Hudson, State Farm Life, 
Greenville. Other officers are W. S. 
Henley, Mutual Life, Columbia, execu- 
tive vice-president; Clyde Sisson, Aetna 
Life, Columbia, state national commit- 
Life & Cas- 


teeman, and D. U. Tilley, 
ualty, Greenville, secretary-treasurer. 
Robert H. Lovvern, Atlantic Life, 


Columbia, is immediate past president. 
The sectional vice-presidents are: 

V. Huey, Pacific Mutual, Spartanburg; 
H. H. Penegar, United Life, Lancaster; 
Dan Turbeville, Dixie Life, Sumter; 
W. S. Minter, Carolina Life, Columbia, 
and Horace G. Dent, Atlantic Life, 
Charleston. 


Ind. Local Assn. Chiefs 


New presidents of local life under- 
writers’ associations in Indiana are: 

South Bend, J. Alvin Taylor, Frank- 
lin Life; Anderson, James Donnelly, 
Life of Virginia; Bloomington, Harold 
Mumby, New York Life; Tri-County, 
Arthur Bruner, Prudential; Lafayette, 
Fred Kimble, Purdue University; Koko- 
mo, Harry Foreman, Wisconsin Na- 
tional; Vincennes, J. K. Sitterding, 
Western & Southern; Terre Haute, Gail 
Browning, Western & Southern; Mun- 
cie, Fox, Metropolitan; Elkhart 
County, G, F. Lambdin, Equitable So- 
ciety. 

Also, LaPorte County, E. E. Starmer, 
Prudential; Marion, 'R. D. Greaf, Pru- 
dential; Evansville, i Dy OR Verden, Life 
of Virginia; Logansport, Kenneth A. 
Holton, Hoosier Farm Bureau Life; 
Richmond, A. D. Gibbons, Reliance 
Life; Calumet, Rudolph Tittle, Lincoln 
National; Fort Wayne, R. F. Oswald, 
Prudential; Shelbyville, Elmer McCain, 
State Farm "Life: Indianapolis, Russell 
J. Simpson, Sun Life of Canada. 





Owensboro, Ky.—The Green River as- 
sociation has elected Robert Oberst, Na- 
tional Life & Accident, president; Gail 
Morgan, Prudential, vice-president; Jo- 
seph Weill, Mutual Benefit Life, secre- 
tary. National quality awards were pre- 
sented. 


Hutchinson, Kan.—Frank Horner, 
Great Bend, new president of the Cen- 
tral Kansas association, spoke. National 
quality awards were presented. Member- 
ship chairman, Fred C. Hulse, Columbus 
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Write today, for 
complete information. 


WHEN YOU HAVE 
MORE TO OFFER! 


Descover, for yourself, the many extra benefits 
offered in all forms of The Maccabees insur- 
ance programs. All types of life protection, 
including juvenile, are available as well as 
liberal hospital-medical and surgical plans. 


Compare these programs and their many 


plus features with any other on the market. 
You will find great financial and personal 
satisfaction in representing one of America’s 
foremost Fraternal Benefit Societies. 
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MICHIGAN 





Mutual, received a_ certificate frony 
N.A.L.U. for securing a 25% membershiy” Bill BT | 
increase. Keith Hayes, Mutual Life, re) 


tiring president of the Kansas associa.” U fa 


tion, made the presentation. 
Canton, 0.—Raymond M. Bertsch, Johy 
Hancock was elected president; Rober. ax ¢ 
W. Naumann, Prudential, vice-president) 
Mrs. Aldine Shorb, Indianapolis Lifé WASH 
secretary, and James M. Toohey, Metro” Georgia, 
and mear 
tax revi 


politan Life, treasurer. 
Ashtabula, O.—Gordon W. Chapman " 
Ohio State Life, Geneva, has been electe” recomme! 
president of the Ashtabula county asso.) Assn. an 
into the ( 








ciation. Robert De Binco, Ashtabula, jy, 
secretary; Harry Hyslop, Geneva, 1g) a summa! 
vice-president, and Millard Wormal) tion's pre 
Ashtabula, 2nd vice-president. 1951. Thi 
——— tax law c! 
Los Angeles— The women’s divisio; s 

: t pensions, 

has elected these officers: Chairman deals wit! 
Susan L. Bosung, Occidental of Cali. iS octio} 
fornia; vice-chairman, Marie Thrash? . eeate sa 
Equitable Life of Iowa; secretary insurance 


taxable in 
present I. 
ment-1nco 
with deat 


Frances Sandidge, Paul Revere Life. 


Wichita—An L. U. T. C. program wa 
directed by William N. Quinlan, Jr. 


chairman of the L. U. T. C. committe! jing such 
A film on “What It Means to the Lif ceive curt 
Underwriter’ was presented. by the c 
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FRATERNALS 


Croatian Union Must Dae 
‘i Hf a ificulties 
Explain Radical Activities | in revenu 


The Croatian Fraternal Union peoovalas 
America has been directed to appear be! — ote. 
fore the Illinois director of insurance to, ee 
explain why its certificate of authority es 
to do business in Illinois should not be EP ieeatin 
revoked. taxable in 

The state contends that certain mem: 








ses 
bers of the union, who are alleged to! 7 ‘stat 
be engaged in subversive activities, at). J An 


tempted to retain control of the union 
by nullifying the election of Anton Klo_ 
buchar of Chicago as a delegate to the 


the inter1 


union’s convention to be held at Los, } 
Angeles in September. Urges | 

The hearing has been set for 10am. _— Luke _J 
Aug. 7 at the Illinois department’s Chi missioner, 
cago office. All members of the union’ terested i 
executive board have been ordered ti, Denver ‘ 
appear. | and insur 


on unifor 
* or insoly 
» reservatio 
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directly 
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Fidelity Assn. Up 17% 

Fidelity, Life Assn. of Illinois re 
ports its six months’ paid ordinary busi- 
ness totaled nearly $3 million, a 17%) 
increase over the same period last year) 
The Illinois, Iowa and Wisconsin divi 
sions were leaders in volume. The 
leading producers were Lawrence Mj 
Burr, Salina, Kan.; Mrs. Elsie E. Jenset,) 
Sheffield, Ill; Frank T. Phelan, a 
stock, Ill. 


Juvenile Special Whole Lit A new 
Aid Association for Lutherans wil een 


now accept applications on the special 
whole life plan for juvenile applicant 
at ages 0 to 15, inclusive, for a ms as it exis 


the entire 


mum amount of $2,500. Minimum} the associ 


amount written for adults ages 16 to 6 Veys whic 


is $5,000. experience 
For ages 10 through 65, rates have Twenty 
been increased $1 per $1,000. tributing 


time agen 
Sieving Speaks to C to Chicagoans | apg a 
Victor Sieving, general agent of Ps these agen 
cific Mutual at Aurora, IIl., addressed 


a meeting of Fraternal Underwriter: 


Walsh 


Assn. of Chicago. There were 
present. It was announced that th William 
next meeting will be held on Oct. 18 trict manz 
at noon at which the speaker will be} the Newa 
Herbert G. Benz, agency director Ail) ciety. Mr. 
Assn. for Lutherans. Election of officer} joined th 
will be held 1948 while 
Middlesex 








field city 


Plans “Little Annual Meets” 
Mutual Life of Canada has. started 


what will become a lengthy series Of Northwe 
“little annual meetings” or get-together} ranged a 
for assured in different parts of th trial conc 
country. Ments for 
Executive officers will report on com| Attached 


leading to 
of the ma 
Picture of 


pany progress, and opportunity wi 
be given policyholders to have infor 
mal chats with the executives. 








20, 0, 185 





> fr  troaf 
ey 3 


Seeocall 


th, Joh. 

Rober. 
esident 
is Life” 
Metro” 





va, 1s 
Wormal 


divisior 
airman 
f Cali. 
Thrash 
cretary 
Life. 


am was 
an, Jr, 
nmittee 
he Lif 


4 





ties | i 


lion of) 
ear be, 
‘ance to. 
ithority 
not My 


n mem: 
eged to. 
ties, at! 
e union 
on Klo. 
» to the 
at Los 


10 a.m 
t’s Chis 
union's} 
ered " 


> Life 
ins will 

spel 
)plicants 
a mini- 
‘nim 
16 to 6i 


es have 


ns | 
of Pa. 
ldressed 
rwriters 
ere Si 
hat the) 
Oct. 18 
will be 
tor Aid 
officers 








started 
eries 0! 
re 
of the 


yn cont 
ity. will 
e infor 





July ly 20, 1951 


LIFE INSURANCE EDITION 


19 











Bill Would Remove 
_Unfairness in 


Tax on Pensions 


WASHINGTON —Rep. Camp _ of 
Georgia, a member of the House ways 
and means committee, has introduced a 
tax revision bill based in part on 


4 recommendations of the American Bar 


Assn. and in that connection has put 
into the Congressional Record appendix 
a summary explanation of that associa- 
tion’s proposed revenue revision act of 
1951. This includes a number of income 
tax law changes related to life insurance, 
pensions, annuities, etc. The summary 
deals with some of these as follows: 

“Section 102, elimination of the life- 
insurance factor of pension trusts from 
taxable income of employes: Under the 
present law, if a plan provides retire- 
ment-income-insurance benefits together 
with death benefits, the employe receiv- 
ing such protection is deemed to re- 
ceive current taxable income measured 
by the cost of term life insurance in 
the amount provided during the year. 
The result is inconsistent with the long- 
standing rules to the effect that group- 
insurance ‘benefits are not currently 
taxable to employes. The amounts are 
' generally small and the administrative 
- difficulties far outweigh the advantage 
in revenue to the government. PS-58, 
promulgated Jan. 30, 1947, and revised 
March 7, 1947, mitigates this burden 
somewhat, but does not cure the ad- 
ministrative nuisance, both to the gov- 
erment and to employers and trustees, 
of treating the life insurance factor as 
taxable income. The bar association pro- 
poses to eliminate the insurance factor 
of pension trusts from taxable income 
by an amendment to section 22 (b) of 
the internal revenue code.” 


Urges Early Reservations 


Luke J. Kavanaugh, Colorado com- 


missioner, urges those that are in- 
terested in attending the conference at 
Denver Sept. 17-18 of commissioners 


and insurance company representatives 
on uniform deposit laws and_ security 
or insolvency funds to make their 
reservations as soon as possible. The 
reservations, he said, should be made 
directly with the Brown Palace hotel 
at Denver. Mr. Kavanaugh is chairman 
of this committee and he expresses the 
hope that a uniform deposit bill may 
be drafted for submission to the laws 
and legislation committee of N.A.I.C. 
in December. 


New L.IL.A.M.A. Agent Study 


A new research project, agent de- 
velopment survey, has been initiated by 
LILA.M.A. It will provide a picture of 
the entire agency force of life companies 
as it exists today and will supplement 
the association's recruiting analysis sur- 
veys which report only on the early 
experience of new men in the business. 

Twenty member companies are con- 
tributing current data on 12,000 full- 
time agents. They are submitting pro- 
duction and commission histories of 
these agents from as far back as 1938. 


Walsh District Manager 


William T. Walsh has been made dis- 
trict manager at Plainfield, N. J., for 
the Newark agency of Equitable So- 
ciety. Mr. Walsh, a Plainfield lawyer, 
joined the company as an agent in 
1948 while a law student. He was 1950 
Middlesex county amateur and Plain- 
field city golf champion. 


Northwestern Mutual Life has ar- 
tanged a display of products of indus- 
trial concerns in which it has invest- 
ments for exhibition in the home office. 
Attached to each product is a ribbon 
leading to a placard on which the name 
of the manufacturer is shown under a 
Picture of the plant. 


Number of Annuity 


Holders Doubled 
in Last Decade 


The number of persons owning an- 
nunity contracts in U. S. life insurance 
companies has doubled in 10 years with 
3,650,000 such annuity contracts current- 
ly in force. At least $1,280,000,000 a year 
will be available as income from such 
plans now in force. About one-fourth 
of all this income is already payable and 
the balance is due to begin i in the future. 

The growing interest in pension plan- 
ning and retirement has been instrumen- 
tal in the growth of annuities, especially 
in group annuities. More than half the 
decade’s gain took place in the past five 
years. It was particularly heavy in the 
group annuity field. There were 2,198,- 
000 workers covered by group annuities 
which represented to them annual in- 
come of $593 million. Annuities for work- 
ers through their employers have quad- 
rupled in the decade and the number 
of persons covered and the amount of 
income fully paid has increased five 
times. 

Individual annuities have also gained 
materially in recent years with 1,235,000 
outstanding at the start of the year, 
more than one-third more than 10 years 
ago. There was $585 million annual in- 
come established under these individual 
annuities. 


Keeping Up With the Zones 


Those who must take in all of the 
zone meetings of National Assn. of In- 
surance Commissioners have a busy sea- 
son ahead starting at Olympic hotel at 
Seattle with zone 6 on Sept. 10-11. Then 
comes zone 2 at Charleston, W. Va 
Daniel Boone hotel, Sept. 27-28. Then 
they will have a solid week of it moving 
from the Patten hotel at Chattanooga 
for zone 3 Oct. 16-17, to Skirvin hotel, 
Oklahoma City for zone 5 Oct. 18-19, 
and St. Paul hotel, St. Paul, for zone 4 
Oct. 22-23. 


42 Miamians Get Awards 


With Mayor Wolfarth of Miami mak- 
ing the presentations, 42 members of the 
Miami Life Underwriters Assn. received 
the national quality award for the high 


grade of business produced in 1950. 
William J. Brown, Mutual Life, and 
Erling E. Ayars, Penn Mutual, have re- 


ceived the award each year since its in- 
auguration. 

Presiding for his first meeting as pres- 
ident was B. M. Stewart, Independent 
Life & Accident. 


Two New Pa. Bills 


HARRISBURG, PA.—Among new 
bills introduced in the Pennsylvania 
legislature is one which would extend 
group life insurance to veterans’ or- 
ganizations. 

Another bill provides that an agent 
shall not be charged for certain lapsed 
industrial policies. It stipulates that when 
such a policy has been paid for the 
minimum number of years for which a 
value first appears to the insured’s age 


at issue, the company can no longer 
charge an agent for the subsequent 
lapse for non-payment or cash sur- 
render. 


Sterling Alexander's Move 


Sterling Alexander, who on July 1 
completed a four-year term as insurance 


commissioner of Iowa, has been ap- 
pointed general counsel of National 
Assn. of Independent Insurers, the 


headquarters of which are at Chicago. 
Mr. Alexander expects to open a new 
law office at Des Moines and for the 
time being at least his base of opera- 
tions for N.A.I.I. will’ be at Des Moines 
also. He will engage in public relations, 
legal research and_ representation of 
N.A.I.I. at insurance industry meetings 
and before insurance departments. 


Survey Shows War 
Veterans Are More 
Insurance Minded 


A recent survey shows war veterans 
to be more life insurance-minded than 
non-veterans. This applies both to fre- 
quency of ownership of life insurance 
and the amount owned. 

In this survey, two-thirds of the in- 
sured families headed by war veterans 
were found to own $3,000 or more of 
life insurance, half had $5,000 or more 
and nearly one-third owned $7,500 or 
more. 

Among the non-veteran families who 
had life insurance, 44% had $3,000 or 
more; 27% owned $5,000 or more’ and 
only 15% had $7,500 or more. 

The study showed that 75% of all 
non-veteran families had some life in- 
surance and 82% of the ex-service 
families were so protected. 


Earl Bossong, Reliance Life, Cin- 
cinnati, has been featured in the sports 
pages of Cincinnati papers as_ being 
largely responsible for the develop- 
ment of Tony Trabert, young tennis 


star who was just named to the Davis 
Cup team. Mr. Bossong,a noted college 
player when he attended Tulane Uni- 
versity, has been tennis professional 
at Camargo Country Club. He was one 
of young Trabert’s first teachers and still 
plays with him. 


Policyholders’ Reserves 


Policyholders had accumulated policy 
reserves of $54,927,000,000 in all U. S 
life companies by the start of the year, 


half again as much as they had six 
years ago. 
Geoffrey S. Smith, president of 


Girard Trust Corn Exchange Bank of 
Philadelphia, was unable to attend the 
quarterly meeting of National Life of 
Vermont’s board because of an accident 
aboard his 45-foot yawl. Mr. Smith 
was taking down the sails when the 
gib boom swung across and knocked 
him against the deck house. A small 
bone in Mr. Smith’s back was broken. 
He is at Massachusetts General hos- 
pital, Boston, but will probably be re- 
leased shortly. 


United Benevolent Society of Fargo, 
N. D., has changed its name to United 
Mutual Life Ins. Corp. 















REAL COOPERATION! 
HIGH COMMISSIONS! 
TOP VALUE POLICIES! 


STERLING’Ss simple formula spells sure success with fast start! 


Home.-office cooperation is quick and generous—aimed at 
building fast and big. We know how to get good leads—lots of 





them—and fast! And Sterling general agents from coast to 
coast are cashing in on our know-how and cooperation. 


Our high commissions guarantee you real earnings on every 
Sterling sale—both first year and renewal. 


Complete line of modern, streamlined policies is second to 


none in coverage and value: 


@ Lowest-cost whole life insurance 

e Exclusive, fast-selling A & H 

e@ Sensational hospitalization and 
Doctor Bill policies 

@ New protection packages . . . individual, 
family group, and franchise plans. 


Choice territory is now open for top men who can qualify as 
general agents. If you are experienced, aggressive, a producer, 
and a good organizer, your Sterling success is assured. Get the 





Now 


in 


full money-making story. Write today to 


L. A. BRESKIN, President 
636 Sterling Building ¢ Chicago 11, Illinois 


STERLING INSURANCE COMPANY 


23 States 
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New W. Va. Department Post 


Ralph D. Keightley, Jr., has been 
appointed legal assistant in the West 
Virginia department, filling a post 
created by the 1951 legislature. Mr. 
Keightley attended Washington & Lee 
University law school. 





Pennsylvania Life, H. & A. plans to 
establish offices at Cleveland, and in 
ENGLAND 


other Ohio cities. 
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CALIFORNIA 











COATES, HERFURTH & 


Denver 

















ILLINOIS 


CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 
211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 





























Harry S. Tressel & Associates 
Certified Public Accountants 
and Actuaries 
1e S. La Salle Y. Ciinas 3, Illinels 
Telephone FRanklin 2-420 


S. Tressel, M.A.1.A. 
tt Wellman F.S.A. Wm. H. Gillette, 0.P.A. 


A." Messevtsh, ASA. Ww. P. Kelly 
. Barkhuff, C.P.A Robert Murray 














INDIANA & NEBRASKA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 
Indianapolis — Omaha 


























MISSOURI 


NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 


NEW YORK 


Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoranand Linder 
116 John Street, New York, N. Y. 





























PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


ASSOCIATE 
E. P. Higgins 


PHILADELPHIA 








THE BOURSE 














VIRGINIA & GEORGIA 

















Institute Readies 
110,000 Fact Books 


(CONTINUED FROM PAGE 2) 





year’s Fact Book will be up to date 
and show the figures for 1950. 

There is a tremendous amount of 
tabulating work that goes into the Fact 
Book and this will be the first year that 
the Institute will have used its own 
battery of tabulating and punch card 
equipment. 

The Fact Book is prepared by the 
Institute’s division of statistics and re- 
search whose director is Mrs. Virginia 
Thompson Holran. 

In phases of its work related to the 
collection of data on assets it is aided 
by the statistical division of the Life 
Insurance Assn. of America. 


Has Occasional “Typo” 


Like every book of statistics ever 
published, the Fact Book has had its 
“typos” which went discovered until 
after it had gone to press. In 1947 the 
title of one of the charts on policy loans 
fell out leaving the readers with a group 
of wavy lines with uncertain meanings. 
Actually they indicated the ratio of pol- 
icy loans to reserves. An _ occasional 
red face however, is nothing new for 
statistical publishers though they try to 
keep them at a minimum. 

The figures are used in many ways 
by the Institute and by companies in 
addition to their insertion in the Fact 
Book. Much of the data is released 
earlier in the year but the Fact Book 
is the only concise annual collection 
of all the data in handy form. 

The booklet, looked upon as_ the 
“Bible” on life insurance, elicits hun- 
dreds of inquiries during the year for 
additional information on life insurance 
as well as for further copies of the 
book. In the newspaper world the 
editors often use it as the basic source 
for material. Throughout the year they 
call the Institute for more up to date 
information or current statitstics. 

Companies order the booklets in bulk 
for distribution throughout home offices 
and field. Single copies are made avail- 
able to the general public free if they 
write to the Institute. 


Says Clark Health Report 
Misses Being Objective 


(CONTINUED FROM PAGE 6) 


of physicians and general hospitals ... 
This is usually accomplished by a de- 
parture from fee-for-service payments 
furnishing an incentive for the physician 
to limit utilization of services to those 
that are medically necessary. Organized 
medicine has generally opposed such 
contracts.” . If such difficulties could 
be overcome, the comprehensive plans 
“have great potentialities” not only for 


protecting their subscribers against 
nearly all health costs, “but also for 
the improvement of health through 


preventive medicine and health educa- 
tion, for providing care of known pro- 
fessional quality in an organized fashion, 
for the creation of facilities, and for at- 
tracting physicians and others to areas 
where they are now deficient.” 

7. “How far should governmental 
action go in extending medical-care 
insurance? There are those who believe 
that insurance legally required of the 
whole self-supporting population Be 
is the only way whereby the benefits 
of such insurance can become available 
promptly and economically to the ma- 
jority of the population; and who be- 
lieve that such action should and can 
be so designed as to maintain medical 
efficiency and freedom and democratic 
methods of administration. On the other 
side are those who believe that a wide- 
spread legal requirement of medical- 
care insurance is unnecessary . . . and 
who believe serious evils for medical 
practice and American freedom would 
result . 

8. “The staff strongly recommends 
that in order to provide for planning 
and execution consistent with the scope 


and complexity of the subject, the study 
of medical-care insurance be continued 
as a major effort of the committee on 
labor and public welfare.” 


Provident Mutual 
Meet Draws 250 


(CONTINUED FROM PAGE 3) 
sale to these prospects on a personal 
approach is $12,500 compared to his 
average business insurance sale of about 
$29,000. William T. Moffly, Jr., assistant 
manager of agencies, presided over the 
business insurance session. 


Sheds Tell-Tale Briefcase 


William A. Carrodus, agency secretary, 
was chairman of the second session at 
which Thomas A. Galligher, Phila- 
delphia, said that his main sales 
philosophy consists of going out each 
day to tell his story to four or five 
people. In order to adhere to such a 
schedule, he calls on nearby prospects 
directly, without using a telephone or 
letter approach. He appears in the 
prospect’s office with a proposal in his 
coat pocket, and without any tell-tale 
briefcase or notebook. 

Robert H. Youngman, Jr., Pittsburgh, 
indicated that planning should be done 
at a regular time and that appointments 
should be made in advance with the 
rest of the day being built around them. 
Trevor C. Lewis, Baltimore, discussed 
how he presents life insurance to doctors. 


Plan Puts It in Gear 


Joe B. Long, manager of agencies, 
commented that life insurance is a busi- 
ness of the spoken word, but the words 
must be spoken to the right people, 
according to plan. He said that some 
men have the power to explain and 
motivate, but lack the direction of 
planned activity and stand like machines 
idling out of gear. 

Chairman of the third session was 
C. Sumner Davis, director of agency 
department administration. Joseph L. 
Fleming, Reading; Townsend Brown, 
Norfolk, and Goode Love, Charlottes- 
ville, Va., discussed their plans for the 
year. Mr. Fleming, from a definite num- 
ber or regular monthly calls, will at- 
tempt to submit at least one substantial 
application a week. Mr. Brown will em- 
phasize the importance of keeping daily 
records, based on selling, fact-finding and 
service. Mr. Love's objectives are to 
know more people, to be known by more 
people and to know more about life 
insurance in order to serve these people 
better. 





J. Harry Wood to Be 


Commerce Professor 
(CONTINUED FROM PAGE 2) 

He remained there until the end of 1949. 
In 1950 Mr. Wood was elected president 
of Central Life of Chicago, which re- 
cently reinsured Standard Life of Pitts- 
burgh, the name being changed to 
Central Standard Life. 

Mr. Wood has long been interested 
in teaching. He was one of the first 
C.L.U.s in Columbus, he taught a 
C.L.U. class there in 1931. At the Han- 
cock and Paul Revere he always did a 
share of the teaching. 





Has Limited Pay Annuity 


Jefferson National is now issuing a 
deferred life annuity requiring 10 annual 
premiums and maturing 15 years after 
issue. At maturity, the annuitant may 
withdraw the maturity value in cash; 
leave it on deposit to accumulate at in- 
terest at a rate of not less than 242%; 
or apply it to the purchase of an annuity 
payable for a fixed period of years, or 
for life with a period certain of either 
10, 15 or 20 years. 

If left on deposit, the maturity value 
with accumulated interest may be ap- 
plied to the purchase of an annuity, at 
present-day annuity rates, on any con- 
tract anniversary after the maturity date 
but not later than the contract anniver- 
sary nearest the 80th birthday of the 


annuitant. 

Attached to the contract is a series oj 
14 coupons, with various options. Death 
benefit prior to maturity is total pre. 
miuum paid plus any coupons left oy 
deposit. 





Sam Frech Toots 
His Own Horn 


Samuel Frech of Corpus Christi is ; 
great believer in making himself th 
most unforgettable character those in 
his community have ever met. In a talk 
before the Austin Assn. of Life Under. 
writers, Mr. Frech described the short. 
cuts to prestige he has used in pursuing 
his career as a life insurance salesman, 
His ideal, he explained would be abl 
to say to his prospects, “I write 55% oj 
all life insurance written.” He feels that he 
would immediately have the attention oj 
the prospect if he could make such , 
statement. But he lacks by a little being 
able to truthfully put matters thus and 
so he has a number of pictures oj 
himself which he shows to prospective 
policyholders, which serve to rivet their 
attention to him. 

First he has a picture of himself with 
a baker’s cap on his head and when he 
shows this he says, “I am providing 
bread and meat for people.” He has a. 
picture of himself standing with the’ 
president of his company, Kansas City/ 
Life, in front of the home office. Next 
he pulls out a picture of himself when} 
he attended Delmar College, with the 
president of the college standing near 
him. He also displays photographs ated 








in connection with his work with the 
Corpus Christi little theatre. He capital-) 
izes also on the honors which have come) 
to Sam Cummings, Texas general 
agent for his company. 

Mr. Frech took advantage of the op- 
portunity to publicize himself when a_ 
rare frigid wave hit Corpus Christi. He’ 
is just a little more than 5 feet tall and” 
featured the fact that he could not buy > 
long underwear that would fit him. | 

He believes in tooting his own horn | 
insofar as his life insurance production © 
goes, calling attention to the number of; 
people who have taken his advice. ve 
Frech’s predecessor for his company} 
in Corpus Christi sold many of the § 
most prominent people. Mr. Frech, one 
on taking over the job, approached these ' 
policyholders and asked them if they ™ 
would endorse his company. As a re-| 
sult, he has the signatures of 20 of the” 
most prominent business and _profes- L 
sional men in the town and uses these 
signatures as prestige-builders. 

He gives away some selected literature | 
prepared by the Institute of Life In-/ 
surance and also a small diary with his | 
card in it. When he delivers the policy * 
he sees that it is in an attractive jacket. | 
Gives Corsages, Slide Rules i 

Mr. Frech has given as gifts corsages 
for the ladies on their birthdays or wed- 
ding anniversaries. He presents slide 
rules to engineers and mechanics. He 
organized a home managers’ club in his 
community, which brings him in touch 
with the type of prospects he wishes to 
meet. 

Mr. Frech attaches a stamp picture 
himself to his calling card, making 


of 
for business men to remember 


it easy 
him. 

He wears a pin bearing the mvsterious 
legend “C + 4” on his lapel. This pin 
causes spite to ask questions and 
opens the road to an interview. He sends 
birthday cards religiously and when he 
goes to a convention, sends out cards 
from the convention city. 

He believes in advertising in a modest 
way in the local papers, employing the 
slogan, “Keep yourself abreast of your- 
self. ” 

The over-all theme of his operation is: 
“You are what you and other people 
think you are.” 





General American Life has purchased 
the northwest corner of 15th and Olive 
streets at St. Louis for use as a com 
pany parking space. 


——————— 
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“Your wife told me where I could get in touch with 
you. . . . She tells me you have no life insurance!” 


Bankerslifemen Get Many Good 
Referred Leads 


Referred leads that turn up good business are common for Bank- 
erslifemen. Wives are often their allies in selling, even though 
we don’t know of any who have pointed out a hidden husband. 


The kinds of contracts and the way they are offered by Bank- 
erslifemen build the confidence which causes many prospects 
and policyowners to suggest others who should be interested. 
Bankerslifemen warrant this confidence and respect it, That 
continues to earn referred leads for them. 


The very fact that they do warrant this confidence makes 
typical Bankerslifemen the kind of life underwriters you like to 
know as friends, fellow workers or competitors. 


BANKERS COMPANY 
DES MOINES, IOWA 
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: ee i ae dotted line action, -all mean 
fee . vastly increased earnings for 

S Philadelphia Lifemen. We're 


growing . . . because we 
work together. 


INSURANCE COMPANY 


Ls PHILADELPHIA. PA. William Elliott. President 
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For centuries the peasant 
woman carried a heavy urn 
on her head. Then along 
came a forgotten genius and 
put a handle on it. 





At GUARDIAN, Our actua- 
ries have designed ‘“‘handles”’ 
—improvements in contracts 
—that make it possible for our 
representatives to satisfy their prospects’ needs 
more readily. 

For example, GuARDIAN agents now offer 5, 10, 
15, and 20-year term, and Term to age 70 policies, 
to provide maximum protection when extremely 
low premiums are essential. 

And our $10 per month per $1,000 disability 
income provision enables our representatives to 
offer their clients unique protection against the 
living death of total and permanent disability. 

“Handles” such as these are among the reasons 
why GuaRDIAN agents are adding more and more 
satisfied customers. 


GUARDIAN 
Yeo Lhounance Campany 


FIFTY UNION SQUARE NEW YORK 3, N. 
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for 
YOUR OWN 


rity Contract 


Expense-Free Compensation 

Compensation plan is separate from expense. Over- 
writings — Ist year and renewal — are yours! 
Expense Allowance 


Liberal expense formula, includes allowance to 
cover office and field expense. 


Vested Overwriting Renewals 


Easy-to-attain qualifications Fag you to your 
: ¥ renewals whether you live, die or quit. 
Men who know your side of the picture — successful , , ' 
Direct Mail and Unique Sales Plans 


eneral agency men with years of experience on the firin 
8 atti ; y P : 8 Result-proved direct mail for prospecting, easy-to- 
line — have seen to it that the Prosperity Contract is geared mer package plans, and ner gp Le cn programs 
to the needs of the men in the field. They helped plan and ee ee 
write it. They knew bow to make it provide the kind of Aids to Getting ond Holding aed Agents es 
: i a3 Liberal first-year commissions . . . monthly expense 
cooperation and support others need to build and main- allowances . . . extra feet and second year renewals 
; 2 ; . .. continuing service fees .. . and an attractive re- 
tain a really prosperous business. Find out for yourself tirement plan help you get and hold the best agents. 
how The Midland Mutual Prosperity Contract helps build 
a bigger, better, more profitable future! Write today. 


The une way To CET and KELP good agenia 


Write RUSSELL S. MOORE, Manager of Agencies, for details West Virginia Pres Pn 
“ ucky 


: Nort aroling ; 
The MIDLAND MUTUAL Life Insurance Company — Michi — 


250 E. BROAD STREET, COLUMBUS 16, OHIO 





